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EFFECTIVE RE-SELLING 


Life underwriters today are facing a serious problem — keeping in force the 
life insurance which their clients own. Policyholders today are entitled to one hun- 
dred per cent service. The underwriter’s future depends upon his giving this service. 


To re-sell an old policy before it has lapsed is less difficult than to reinstate it 
after it has lapsed; but the interview to re-sell must be just as carefully planned as the 
interview to make an original sale. “What to say” when a policyholder is contem- 
plating lapse or surrender must be carefully thought out. Equitable underwriters 
have successfully used such appeals as: 

\ 
> => 
— o 
ie “Do you remember the story of the Arkansas traveler who asked a farmer 
why he didn’t fix the leaks in the roof of his house? The farmer replied: ‘When 

“XS it’s rainin’ I can’t fix it—when it ain’t rainin’ the roof don’t need it.’ ” 

“Mr. Policyholder, you won’t be able to buy life insurance when the grave 
need for it arises.” 

anti 

“Tf you cancel this contract you won’t cancel the risk. You will merely trans- 
fer it from the Equitable to your own wife and children.” 

“One Equitable policyholder recently said: ‘1 must keep this policy in force, 
because it means rent, clothes, coal, and clothing—life necessities—for my fam- 
ily if anything happens to me!’ ” 

“Mr. Policyholder, what would your policy mean to your family?” 

“Before you cancel this policy, ask some one who has been rejected or given 
a sub-standard policy what he would do if in your position. There are thousands 
of men who would pay you well if they could buy the privilege you own in this 
policy.” 


A well sold client is a tangible asset. His life insurance pays renewal or “serv- 
ice’ commissions; his good will pays dividends in new insurance and leads. 


Re-sell Your Clients on The Life Insurance They Now Own 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 Seventh Avenue New York 


Thomas I. Parkinson, President 
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Photograph by Torkel Korling 


This is one in a series of advertisements 
devoted to an exposition of those intan- 
gibles which make Chicago “a city with a 
personality ae 
aA 

[he Illinois Life through these advertise- 
ments pays homage to Chicago. Being the 
oldest legal reserve life insurance company 
now active, to be chartered by the State 
of Illinois, and having maintained “head- 
quarters” in Chicago for thirty-nine years, 
the Illinois Life feels justified in this effort 
to offset some of the unfair publicity 
which Chicago has received by presenting 


a glimpse at the other side of the picture. 


Raymond W. Stevens, President 





GROWING with the GREAT MIDWEST 





A ) 7 Angle 


TOO OFTEN HAS CHICAGO BEEN 
maliciously libeled in the public prints. [oo often has 
the slanderous gossip had his say. * It is time the true 
picture of Chicago be painted for the world. Chicago 
admits her faults, and, in company with many of her 
sister-cities, is trying valiantly to eliminate them. But in 
fairness to a great city we should lay some emphasis 
upon those qualities and characteristics which have brought 
Chicago to the high place she now occupies in the 
world. # Observe our city from a new angle; growing, 


throbbing, building, beautifying. Facing a solden future. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING « CHICAGO a 1212 LAKE SHORE DRIVE 





CHICAGO: VOOQOD FLACE TO 


LIVE; A GOOD PLACE TO WORK 
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YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern Policies 
Constructive Sales Helps 
Personal Home Office Help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of Life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with the 


Union National Life 
INSURANCE COMPANY 


Union Bldg. 
CHARLESTON, W. VA. 


I. A. Morrissett, Presient, will gladly give you 
complete information. 
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And Now— 
Monthly Premiums! 


Argent, profiting by 


the exceptional money-making effort of 
our Golden Rule Contract, now may place 
Monthly Premium Policies, as well as 
those on the Annual, Semi-annual or 
Quarterly basis. 


A Monthly Premium Depositing Plan 


is certain to be popular in times like these. 


Columbus Mutual Life 
Columbus, Ohio 


= 








The Road Ahead 


The success ahead of a life insurance 
salesman depends upon five definite 


things— 
|. Himself 
2. His field 
3. His policy contracts 
4. His contract 


5. His company 


All of these are equally important. If all are 
good, success can be predetermined. 


To the man who possesses the right quali- 
fications, we will supply the other requisites of 
the right field, the right policies, the right con- 
tract, with the right Company. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LifE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 














W. L. MOODY, JR. W. L. MOODY, Ill W. J. SHAW 
President Vice-President Secretary 
SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice-President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Insurance in Force $542,054,101.00 
Assets $47,681,787.50 


Surplus 7,278,118.59 
ORDINARY—INDUSTRIAL 
* 


We Have Openings for Live Men in 


California Kansas Minnesota South Carolina Virginia 
Colorado Kentucky Missouri Tennessee West Virginia 
Georgia Michigan North Carolina Texas Washingtos 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Special Low Premium Plans 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 
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Announcing 


Acacia’s Change in Charter 


A benefit to present and future policyholders 


INCE it was chartered by Congress in 1869, the 
Ms Acacia Mutual Life Insurance Company has been 
limited to one group of men—a select class, but only 

a small part of the population. 


On May 14, 1932, President Hoover signed a bill 
which removed this limitation so that Acacia can now 
insure anyone found eligible according to its standards. 
It will continue to be a select company, and will accept 
applications only from men between the ages of eighteen 
and sixty-five, who are physically, morally, and other- 
wise acceptable. 


Although it was limited to a small group of pros- 
pects, Acacia has become a force in the nation, being the 
thirty-first largest among more than three hundred old 
line comganies in the United States. Its field of opera- 
tions has increased from between three and four million 
men in the former group, to more than thirty-seven 
million* men between the ages of 18 and 65. (*U. S. 
Census figure. ) 


With a sound record of accomplishment in its former 
field as evidence of merit; Acacia, under its new charter, 
faces almost unlimited possibilities. 


Acacia believes 
in LOW PREMIUMS 


Because it is not given to the human mind to foresee 
conditions that may arise in our social and economic life 
to seriously affect estimated dividends, as present times 
prove, Acacia will adhere to its policy of low premium 
rates without estimated dividends, believing this is best 
for its policyholders. 


Acacia’s rates are considerably lower than the rates 
of other mutual companies—indeed lower than the rates 
of many of the stock companies. In effect it pays two 
dividends: one, the amount saved through its low pre- 
miums, the other the amount saved by careful selection of 
policyholders and efficiency in the conduct of the business. 


State Examiners Commend Acacia 


The regular triennial examination of this institution 
was recently completed by the examiners of four states 
and the District of Columbia, representing all of the 
various states in which Acacia is licensed to operate. The 
following is the conclusion of their report: 


“The Association has enjoyed a healthy growth and 
your examiners wish to commend the management for 
the excellent results obtained. We believe the under- 
writing and investment policies of the Association to be 
fundamentally sound and that its affairs are being faith- 
fully. efficiently, and economically managed.” 


Official commendation is always appreciated, but par- 
ticularly so in times like these. 


Acacia’s NON-TWISTING Standard 


A lapsed policy is a loss to the man who held it, to 
the agent who wrote it, and to the company that issued it. 
Acacia does not want any part of the business of other 
companies, or any of their agents. It will continue to 
adhere steadfastly to the policy it inaugurated several 
years ago, and which it carries on its stationery and 
literature: 

“Do not lapse your policy in any other old line company 

to take one in Acacia. Do not lapse your policy in 


Acacia to take one in any other old line company. You 
lose in either case.” 


STRICT Underwriting Methods 
to Continue 


Acacia will remain a select institution for select men, 
and will keep on giving its policyholders all the advan- 
tages that come from such selection. It will continue to 
conduct its business in the same conservative way as in 
the past, thus assvring a continuance of its low mortality 
rate and lov. -ums. 


ACACIA MUTUAL LIFE INSURANCE CO. 


Chartered by the Congress of the United States in 1869 
—More than $360,000,000 of insurance in force; assets more than $45,000,000— 


WILLIAM MONTGOMERY, President 


Branches in 55 Cities 


Home Office: Washington, D. C. 
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Big Risk Bureau 
Proves Effective 





Saves Companies from Tricky Ap- 
plicants and Agents Seeking 
Large Amounts 


PLAN NOT COMPULSORY 





Interchange of Information Proving 
Invaluable in Check z Over-insur- 


ance, Excessive Dis © .cy Income 


The bureau established some months 
ago for interchange among home offices 
of information on large-size applications 
has proved a most effective barrier 
against over-insurance. 

No longer can an applicant conceal 
the fact that he is applying for, say, 
a million-dollar line by splitting it up 
into smaller units and applying to a 
number of companies, for any applica- 
tion of $50,000 or over is reported to 
the bureau. If income disability is 
wanted, $25,000 and over is reported. 

Information Clearing House 


If the bureau has had a similar noti- 
fication within the previous six months 
on the same applicant, all home offices 
reporting on it are notified as to amounts 
and companies and any previous insur- 
ance applied for of which the bureau 
has been notified. The bureau acts 
solely as a clearing house of informa- 
tion. It is not required to pass judg- 
ment, but merely to pass along certain 
data according to the regulations laid 
down by the companies’ committee in 
charge. 

These regulations 
impossible for an applicant to “load 
up” without the companies’ knowledge. 
There is no compulsion, except its own 
good judgment, to keep a company com- 
ing into the picture after others are 
on the risk from issuing insurance which 
would bring the total in force to a figure 
above that which the earlier companies 
in the case would consent to participate 
in if they had been consulted. The 
present almost universal skepticism 
where large risks are concerned, how- 


make it virtually 


ever, reduces this contingency to a 
minimum. 
Find Frankness Pays 
\nother factor in keeping down 
evasive activities in procuring large 


lines has been the attitude of the agents, 
according to a number of underwriting 
departments. With policies harder to 
get issued where there is any moral 
hazard question involved, agents are be- 
coming increasingly conscious that it 
Pays to lay all their cards on the table 
in dealing with the underwriting depart- 
ment. They find that an agent soon 
builds a reputation which makes a good 
deal of difference in the weig ght that 
is given to his statements as to impor- 
tant but often intangible data about his 
applicants. 

These considerations 


make it poor 








Growing Interest Is Seen 
in Subject of Annuities 





The growing interest in annuities of 
all kinds is one of the striking trends 
in life insurance today. Whereas the 
opinion has been held that the United 
States is too young a country, and the 
people too enterprising, to be much in- 
terested in annuities, the unsettled con- 
ditions in business and finance are driv- 
ing a considerable number of people to 
look for the certainty of a guaranteed 
income for their old age, regardless of 
what their financial status may be. 

This brings up the question of whether 
life companies in general should engage 
in the annuity business. One prominent 
official suggests that the subject should 
be gone into thoroughly and the busi- 
ness fully understood before agents and 
companies seek to interest the public. 
He further suggests the possibility that 
if this is not done the companies may 
find themselves in the same position 
which they did with regard to total and 
permanent disability, a form of non- 
cancellable accident and health insur- 
ance which has been found to be disas- 
trously unprofitable. 


Annuities as a Rule Unprofitable 


Most companies thus far have found 
annuities to be unprofitable, regardless 
of the rates charged. It has seemed im- 
possible to charge a high enough rate 
to cover the actual cost. In the disa- 
bility business, after a few leading com- 
panies had adopted it, the others fol- 
lowed like sheep without doing any in- 
vestigating on their own account and 
assuming that the leaders knew what 
they were doing. The official referred 
to does not say that annuities cannot 
be written profitably but he does argue 
for a thorough investigation and analy- 
sis in order that no serious mistakes 
may be made. 

The assumption on which companies 
writing annuities are going is that an- 
nuities have been unprofitable because 
they have invariably been “bought,” in- 
stead of “sold.” They argue that once 
a fair selection is secured through a 
general solicitation of all classes by 
agents the selection against the com- 
pany which has heretofore prevailed will 
disappear. But will it? That is the 
question. 


Annuities Popular in Europe 


Annuities have long been popular in 
England, France and the old European 
countries. In these countries, however, 
a low interest rate on investments has 
prevailed and security and a steady in- 
come has been more desired than a high, 
more or less uncertain income. In 
Great Britain the interest assumption on 
annuities has been as low as 2™% per- 
cent. It is argued that in this country 
no one would be satisfied with so low 
a rate of return, and yet, in view of 
the present unsettled social conditions, 








business for the agent to risk a well- 
founded reputation for reliability in 
order to help someone obtain by sub- 
terfuge a million dollar line that he 
would not be able to get if all the essen- 
tial facts were known to the department 
of issue. 





is it certain that a high interest rate 
will continue over the long period of 
years involved in the annuity plan? 
Another serious question to be con- 
sidered is whether, with improved scien- 
tific methods and health treatment, the 
span of life is not likely to be materially 
increased. Even if only a few years 
were added to the average span, annui- 
ties might become unprofitable to the 
companies. Up to this time, the higher 
average of life has been due to improved 
mortality at the younger ages, but will 
there not be an actual lengthening of 
life at the older ages also, in the future. 


Attracted by Cash Income 


Some companies have been attracted 
to annuities particularly at this time 
when cash income is needed, due to the 
heavy drain for cash values and policy 
loans and instances have been cited 
where high commissions have been paid 
for this business. One company started 
at 4% percent commission but is now 
paying only 1 percent. Especially in the 
case of annuities which carry surrender 
values, there may be considerable dan- 
ger in a company writing a large 
amount of annuities, because where the 
cash value feature is involved, it may 
be necessary to carry a larger amount 
of liquid assets, bearing a very low rate 
of interest, than is advisable. The ad- 
vantage of the life company is that it 
can afford to invest in a class of securi- 
ties which do not mature for quite a 
long period, such as mortgages, and it 
thereby secures a higher interest return 
than in the case of quick assets. 

A. G. 

A. G. 


Borden's Interesting Article 


Borden of the Equitable in his 
article on annuities in the Annals of the 
American Academy of Political & So- 
cial Science shows that the annuity busi- 
ness in this country is rapidly growing. 
The total payments made for the pur- 
chase of annuities in 1910 was $5,671,- 
844; in 1920, $10,721,183; and in 1930, 
$107,722,972. Undoubtedly the years 
1931 and 1932 will show a heavy in- 
crease over the figures for the latest 
year given. 

Mr. Borden points out that the idea 
of annuities in this time of depression 
is so popular with the public that the 
advertising manager of one large com- 
pany reports that coupons coming in 
from advertisements featuring old age 
incomes are two or three times as num- 
erous as the coupons from advertise- 
ments featuring life insurance. 

Attention Given to the Subject 


At the annual meeting of the U. S. 
Chamber of Commerce this year a spe- 
cial committee made a comprehensive 
report on the subject of annuities. In- 
surance publications are commencing to 
feature them. The “Diamond Life Bul- 
letins” has just gotten out a large sec- 
tion devoted exclusively to annuities 
and the “Unique Manual Digest,” the 
statistical publication, recently issued, 
has a new section devoted to annuity 
rates and plans. 

Mr. Borden says that the depression 
of the last two years has greatly stim- 

(CONTINUED ON PAGE 18) 





Group Pension Is 
Enjoying a Boom 


Depression Bringing Home to In- 
dustry Need for Practical 
Provision 


BIG BUSINESS PROBLEM 


Many Advantages Found in Plan by 
Executives, Including Curb on 
Governmental Schemes 
While at 


paradoxical 


first 
that 
conditions are resulting in an unprece- 


glance it may seem 


depressed business 


dented interest in group pension plans 


on the part of industry, yet it is the 
depression more than any one factor 
which is helping the group life sales- 


the toward 


plans 


man break down apathy 


funded that 
existed among practically all employers 
labor. 

Not only are employers being more 
and more forced by public opinion to 
face the responsibility for their super- 
annuated employes but they are realiz- 
ing that it would be economically 
sounder for them to do so. 


pension previously 


Serious Economic Problem 


Companies which are cutting down 
their payrolls on account of bad times 
are finding that a great many of the 


men who would probably be dropped 
are those who have outlived their per- 
iod of efficiency but who had been kept 
on because in more prosperous times 
the firm was making plenty of money. 

At the same time they feel that they 
cannot dismiss these men who have 
worked for the company for years, who 
could not get another job if discharged 
and who have not saved anything like 
enough to support them the rest of their 
lives. A pension plan, the employer 
realizes, would have automatically taken 
care of this situation, and when he is 
told how small the cost would have 
been he usually resolves that the next 
depression will not catch him without 
one, 

Time Factor Important 


When they are sold on the group 
pension idea, they of course perceive 
the wisdom of getting the plan started 
at once, as otherwise the accrued lia- 
bility for present employes goes on ac- 
cumulating and the sooner the plan 
starts the sooner the employes will be 
contributing their share. 

Even for the executive department 
the advantages of definite pension plans 
are becoming recognized. It is fre- 
quently found that business organiza- 
tions are “clogged at the top” and a re- 
tirement plan makes a graceful “out” for 
the executive whose work could be 
more effectively done by a younger man. 

While there has been an impressive 
number of firms which have adopted 
life pension plans, the vast number of 

(CONTINUED ON PAGE 11) 





THE NATIONAL UNDERWRITER 


Bs 8, 1932 








F. W. Heron Is President of 
New San Francisco Company 





INCOME LIFE IS ORGANIZED 





C. R. Detrick, Former California Insur- 
ance Commissioner, Is to Be 
Vice-president 





SAN FRANCISCO, July 7.—The In- 
come Life has been incorporated in San 
Francisco with W. Heron, well 
known life underwriter who served the 
Fidelity Mutual Life for almost 30 years, 
as president. Mr. Heron, retired from 
the Fidelity Mutual in 1930 when he 
resigned from his official position. The 
capital is $1,000,000. Among the well 
known officials of the Income Life in 
addition to Mr. Heron is C. R. Detrick, 
former insurance commissioner of Cali- 


fornia and past president of the Na-| 


tional Convention of Insurance Commis- 
sioners. Mr. Detrick is vice-president 
and treasurer. E. O. Edgerton, direc- 
tor, is a former president of the rail- 
road commission of California and one 
of the large public utility corporations. 
He is also connected with the fidelity, 
surety and casualty business acting as 
arbitrator for the surety underwriters 
and the casualty acquisition cost confer- 
ence in San Francisco. C. T. Cutting, 
medical director is one of the best 
known of doctors specializing in insur- 
ance work. 

The Income Life will feature income 
with Mr. 


forms of policies in line 
Heron’s life time efforts. According to 
Mr. Heron’s announcement enough 


capital stock has been underwritten to 
qualify the company, 





Larger Federal Estate 
Tax Creates New Need 








President Hoover signed the new fed- 
eral revenue act which places additional 
taxes on estates in the way of larger 
federal estate tax. Hereafter all net es- 
tates amounting to over $50,000 at death 
will be required to pay a tax to the 
federal government. Theretofore net 
estates of between $50,000 and $100,000 


were exempt. There is no change in 
the exemption granted life insurance 
proceeds, that is, $40,000 if payable to 


named beneficiaries. 

In commenting on this situation the 
New York Life says: “You are given 
additional opportunity to interest men 
and women in life insurance for there 
are many owners of estates of between 
$50,000 and $100,000 who will come 
under this new law, who were not in- 
terested in the past because of the $100,- 
000 exemption. They will need more 
insurance to settle their tax bills which 
must be paid in cash. There are also 
many owners of larger estates who will 
now want to increase their insurance 
because of the additional tax burden. 

“Another point. After you have in- 
terested a prospect in prov iding cash to 
pay tax bills, it is easy to show him that 
life insurance should be made the bul- 
wark of his estate in order to secure 
ve? following advantages: 

Prompt and economical settle- 
PN <P of life insurance poli- 
cies payable to named beneficiaries go 
direct to the beneficiaries without wait- 
ing for probate or settlement of the will, 
eliminating court costs, lawyer fees, ex- 
ecutors’ commissions and other ex- 
penses. 

“2. An exemption of $40,000 is al- 
lowed from federal estate tax when pay- 
able to named beneficiary, in addition to 
the $50,000 general exemption regardless 
of the nature of the property. 

“3. Proceeds may be left in trust with 
the company at no direct charge to the 
ae | ee for the administration of the 
und.” 








To Be President 

















F. W. 
The Income Life, being organized in 
San Francisco, will have as its presi- 
dent F. W. Heron, who was manager of 
the Fidelity Mutual Life for almost 30 
years. 


HERON, San Francisco 











Wisconsin Supreme Court 
Passes on Aviation Clause 





Wisconsin supreme court in Blonski 
vs. Bankers Life of lowa decided a case 
involving disability benefits where an 
injury was sustained while the policy- 
holder was participating in aviation. 
The disability clause exempted aviation 
injuries. The policyholder was struck 
by the propeller of a plans while he was 
spinning it for the purpose of starting 
the motor. He had taken the car out 
of the hangar to start the motor to taxi 
across the field to take on gasoline and 
then take off for a flight. The plane 
was owned by a corporation of which 
he was president. He had been taking 
lessons in aviation. It was contended 
that while he was taking solo flights 
he was thoroughly engaged and partici- 
pating in aviation. If he had been in- 
jured while on such flights there would 
have been no liability under the policy. 
It was held that this would clearly have 
been true if his injury on the day in 
question had occurred while airplane 
was clear of earth. 

The plaintiff contends that as policies 
of this type should be construed most 
strongly against the parties who pre- 
pared them and for whose benefit the 
provisions for exemption were inserted, 
the provision should not be construed 
to include the policyholder’s activity in 
spinning the propeller to start the 
motor. The court held that the policy- 
holder in starting the motor incidental 
to beginning a trip was engaged in per- 
forming an act which was so immedi- 
ately connected with and incidental to 
the trip on which he was about to em- 
bark that he was then engaging in avi- 
ation within the meaning and intention 
of the exemption provision. Con- 
sequently his disability resulted from a 
hazard which was expressly exempted 
from the policy and he was not en- 
titled to recover any benefits. 


Expect Announcement Soon 
on Sale of Security Life 





An announcement regarding reinsur- 
ance of the Security Life of Chicago is 
expected to be made within a very few 
days, following expiration July 5 of 
time limit for filing offers as set by 
court. A large Missouri company and 


a Chicago company are understood to 
be among several which have made of- 
fers for the business. 
considering the offers. 


The receiver is 





National Association Goes 
Over the Top in Membership 





SPLENDID RECORD IS MADE 





Some Features as to Figures of Local 
Organizations Which Had Re- 
markable Showings 





NEW YORK, July 7.—For the third 
successive depression year the National 
Association of Life Underwriters has 
exceeded all previous years in its mem- 
bership drive which ended June 30. As 
Managing Director R. B. Hull pointed 
out in his letter to the local associations 
this record is all the more remarkable 
in view of the fact that nearly every 
other membership and service organiza- 
tion has suffered substantially in the 
last three years. Membership on June 
30 stood at 19,914 as against 19,758 a 
year ago while the number of local asso- 
Ciations is 237 as against 228. Of these 
associations 126 exceeded their last 
year’s membership while 14 equalled 
their 1931 figures. 

Miami, Fla., which increased its mem- 
bership from 15 to 135 had the high- 
est percentage increase, 900 percent. 
Other high percentages were Hawaii, 11 
members to 151; Ogden, Utah from 12 
up to 37; Pontiac, Mich., 21 up to 55; 
and Little Rock, from 42 up to 109. 
California showed up especially well, 
everyone of its 11 associations exceed- 
ing its 1931 figure. Of the large city 
associations, Chicago jumped its mem- 
bership from 773 to 924; Detroit, from 
441 to 469; Indianapolis 638 to 640; Los 
Angeles, 235 to 431; Cincinnati, 199 to 
221; Memphis, 50 to 105. San Fran- 
cisco where the convention will be held 
next month, made good on its promise 
to double its membership, increasing 
from 266 to 532. The East Bay (Oak- 
land) association went from 204 to 226. 
The Milwaukee association, formed dur- 
ing the past year, gave the National as- 
sociation 206 new members. 


A. C. Raines Honored 


On June 28, A. C. Raines, agency di- 
rector of the Great Southern Life at 
Dallas, was surprised by members of 
his agency with a surprise in form of 
a birthday luncheon. The luncheon and 
program were planned by Miss Hor- 
tense Adams, secretary to Mr. Raines, 
and H. B. Hackleman of the Raines 
agency. They wrote all of the agents 
under the direction of Mr. Raines and 
advised them to make a drive for at 
least one app to be given to Mr. Raines 
at the luncheon. 

As a result of their efforts 89 “apps” 
totaling $212,000 were presented to Mr. 
Raines. 


Plans for Managers Meetings 


The New York City Life Managers 
Association is planning a series of four 
or five educational meetings for the 
1932-33 season. The arrangement, as 
outlined by E. W. Allen, president, is 
to have each meeting addressed by one 
of the country’s outstanding general 
agents. Because of the wealth of prac- 
tical experience of these speakers it is 
expected that these talks will prove of 
great benefit to general agents and man- 
agers and their assistants. 

The meetings will continue the edu- 
cational program begun last year with 
the series of lectures by members of 
the Life Insurance Sales Research Bu- 
reau. The complete program with the 
list of speakers will be ready the latter 
part of September. 


Must Be Considered Income 


The general counsel of the internal 
revenue office has ruled that any com- 
mission allowed an insurance agent on 
a policy taken out on his own life is 
considered as income under the revenue 
act of 1928 and prior acts because the 








Convention Delegates to 


Golf at Exclusive Clubs 











Golf is to have a prominent position 
in the program of entertainment for the 
National Association of Life Under- 
writers’ convention delegates being 
planned by the San Francisco-East Bay 
associations. P. M. Jost, manager Sun 
Life of sy and chairman of the golf 
committee, has completed arrangements 
with several of the best clubs about San 
Francisco Bay for the accommodation 
of delegates and visitors. Among the 
exclusive clubs which will grant special 
privileges are the Lake Merced Golf & 


Country Club, Presidio Golf Club, Se- 
quoia Country Club and Castlewood 
Country Club. In addition to this some 


of the finest and most scenic public 
courses in the country are in and about 
San Francisco and the East Bay. 

Arrangements have been made by the 
Fairmont Hotel, national convention 
headquarters, so that all delegates and 
visitors may enjoy swimming in the 
magnificent ‘Fairmont plunge. While the 
plunge is to be floored over to accom- 
modate the business sessions of the con- 
vention, following the sessions swim- 
ming may be enjoyed and it is planned 
to present a number of special features. 
The Fairmont swimming club includes 
many national and world champions, 
including a number of young ladies com- 
peting in the Olympic Games, who will 
give exhibitions of their skill. 


Double Indemnity in Plane Death 


NEW YORK, July 7—Denying 
that riding as passenger in an airplane 
constituted “engagement in aviation” 
supreme court judge Maier Steinbrink 
at Mineola, N. Y., has decided that 
the Prudential must pay Mrs. E. Cas- 
telluccio $11,475 accidental death bene- 
fit on the life of her son who was killed 
three years ago in a plane crash. The 
face amount had already been paid. The 
decision has aroused interest in view of 
the court of appeals decree in a suit 
against the Equitable Life of New York 
that a flight as a passenger constituted 
an “aeronautical expedition” and hence 
the company was not liable for double 
indemnity. 








relationship of saaienes ‘aad caiieie 
exists and the company has agreed to 
pay commissions to the agent on all 
policies written by him. The general 
counsel says that no distinction can 
logically be made between a commission 
paid to the agent on account of a pol- 
icy written on his own life and a com- 
mission paid to the agent on account 
of a policy written on the life of some- 
one else. 





Life Payments Number Is 
Greeted with Enthusiasm 


The National Underwriter’s 
Life Payments Localized Number 
has met enthusiastic response 
from readers. 

“The Life Payments Localized 
Number is valuable to the agent,” 
says J. L. Spence, assistant man- 
ager, Prudential, Monticello, Ark. 
“It helped me to make many sales. 
The effect on prospects was won- 
derful.” 

“The information makes inter- 
esting conversation,” reports 
James C. Hanley, Los Angeles, 
“and undoubtedly eliminates any 
unfounded suspicions that life 
companies ‘take all and give none.’ 
Believe present economic condi- 
tions call for such information 
more than ever.” 

The 1932 edition will be off the 
press the last of July and those 
wishing extra copies should place 
their orders immediately. 
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New Issue Arises 
in Inter-Southern 


Group of Policyholders Meet and 
Have Protective Committee 
Named 


WANT AN INVESTIGATION 


Different Cross Currents Are Seen in the 
Effort to Save the 
Wreck 


LOUISVILLE, July 7—A group of 
policyholders of the Inter-Southern Life, 
including some malcontents who have 
for years endeavored in every way pos- 
sible to embarrass the former manage- 
ment, attended a meeting called by J. E. 
Dawkins, real estate man, who styled 
himself chairman of the “Policyholders’ 
Protective Committee.” 

With about 50 present a “Policyhold- 
ers’ Protective Committee” was ap- 
poses. composed of H. M. Johnson, 
lawyer; J. P. Gregory, lawyer; C. H. 
Bohmer, banker; C. F. Thomas, former 
insurance commissioner and lawyer, and 
C. R. Smith, stationary merchant. 

This committee was instructed to in- 
vestigate the proposed plan of turning 
Inter-Southern assets over to the pro- 
posed Kentucky Home Life, and any 
other plans available, and to report at a 
meeting to be held July 9, as to what 
program would be best from the policy- 
holders’ viewpoint, contending that the 
latter have in no way been consulted in 
the deliberations that have gone before. 

Wanted Committee Named 


the committee were 
named by Mr. Dawkins, as chairman of 
the meeting. This followed a resolution 
introduced by J. H. Chandler, attorney 
and leader in the Louisville Taxpayers 
League, in which Chandler recom- 
mended appointment of a committee to 
prevent consummation of any program 
before the policyholders have had an op- 
portunity to investigate it and decide 
what is best for the policyholders, who 
are the ones most affected by any deal. 
Mr. Chandler held that company assets 
of approximately $19,000,000 (according 
to last published statement) after all are 
the property of the policyholders. 

No action was reported as to what the 
policyholders had in mind other than to 
have a voice in deciding what is to be 
done with their assets. 

Discussion has been heard regarding 
the possibility of mutualization of the 
company, under a basis whereby the 
policyholders would name their own ex- 
ecutives and run the company, rather 
than permit uninterested persons hold- 
ing control. 


Attorney Brown’s Recommendation 


Members’ of 


Eli H. Brown, attorney, who has been 
trying to put over a deal to acquire 
Inter-Southern assets for the George 
Nicholson interests of Kansas City, 
speaking before the policyholders gath- 
ering, advised against liquidation, con- 
tending that reorganization was prefer- 
able, due to heavy costs in liquidation, 
although there was nothing reported as 
indicating that anyone wanted the com- 
pany liquidated. Policyholders as a 
tule are anxious to see it either con- 
tinued, or business reinsured, to protect 
their policy contracts, and want the best 
Proposition available. The Kentucky 
Home Life plan may be the best, and 
may be fully approved when necessary 
information is available regarding it. So 
lar but few people have seen the con- 
tract, or have any knowledge of just 
— is involved, or whether it is sound. 

. A. Jones, supervisor of the agency 





Suggestions Made in a Contest 


as 


‘ 


‘for Dealing with the Depression 








Some 50 Aetna Life agents contrib- 
uted entries in a contest conducted 
through its field publication, “The Life 
Aetna-izer” offering awards for the best 
individual depression beating methods 
submitted. 

The results of the contest were ap- 
parently highly satisfactory. While no 
revolutionary cure-all for bad times was 
unearthed—this was not expected—a 
most extraordinary collection of valu- 
able suggestions resulted. The “Life 
Aetna-izer” contends that its special de- 
pression beating issue presents 80 usable 
and effective ideas for combating pres- 
ent changed selling conditions. The 
suggestions range from analysis of the 
present problem to specific means of 
closing the reluctant sale. All of the 
material, because it comes direct from 
men actually confronting the prospects, 
is detailed and matter-of-fact. 


Cc. B. O'Connell's Views 


Some of the suggestions were as fol- 
lows: C. B. O’Connell of Brooklyn, one 
of the leading producers, believes “that 
the tremendous loss a man has taken 
in his material values, such as stocks 
and bonds, real estate, and other in- 
vestments, should be covered by ample 
life insurance. Properly explained to 
the prospect it is very simple for him to 
see the need of replacement.” 

A. W. Young, assistant general 
agent at South Bend, Ind., finds it ef- 
fective to talk of the replacement by 
life insurance of losses experienced by 
business concerns. 


Analyzing Results of His Work 


Mr. Carter, winner of first award in 
the contest, placed special emphasis 
upon the importance of an agent occa- 
sionally analyzing the results of his 
work. He made such an analysis of his 
own work with enlightening results. 
He discovered for example that while he 








force, who spoke before the gathering, 
declared that the meeting was nothing 
more than a thinly veiled insinuation 
that such men as Judge Ford of the 
Franklin county circuit court, who 
awarded the Inter-Southern to Ken- 
tucky Home Life; Acting Insurance 
Commissioner Talbott and Mayor W. 
B. Harrison of Louisville, slated for the 
presidency of Kentucky Home Life, are 
not acting in the best interests of the 
policyholders, or acting in good faith in 
administering affairs of policyholders. 


He argued against heaping any addi- 
tional expense on policyholders. 
After all a sound and well directed 


policyholders’ organization should prove 
of considerable benefit, and can ma- 
terially aid the proposed Kentucky Home 
Life in its organization and operation, if 
convinced that its offer is the best. If 
the policyholders committee is not sub- 
jected to machinations of job seekers, or 
those seeking rake-offs, publicity, etc., 
it is a first class program in any way 
considered. 
Wants Deal Set Aside 


Attorney Eli H. Brown, Jr., of Louis- 
ville filed a petition asking that the 
court set aside approval of the offer of 
the Kentucky Home Life to take over 
the assets of the Inter-Southern. He 
contends that the plan impairs property 
rights of the policyholders and cannot 
be carried out without violating the 
Kentucky constitution. He charges that 
the lien placed on a policy is a violation 
of the policy contract. He said that 
placing a lien on Inter- Southern policies 
is in effect taking $19,500,000 from 
policyholders without their knowledge 
or consent. Co-receiver Chandler of 
the Inter-Southern in discussing the 
petition stated that it is a manifest at- 
tempt to embarrass the receiver. Hear- 
ing on the petition has been set for 
July 11. 








was making more calls on clerks and 
others in salaried positions, 37 percent, 
than upon any other group such as ex- 
ecutives and professionals, and always 
believed it good policy, he found that 
he was making only 18 percent of his 
commissions from this gr oup, whereas 
with bankers and corporation execu- 
tives he was making the same amount 
of commissions on one-fourth as many 
calls. Similarly he discovered that he 
was having far better luck selling in 
residential or out of town areas than 
in the heart of business districts. While 
he believes that no other agent can rely 
on his figures as applying to himself, 
at least his experience proves conclu- 
sively the value of such an analysis. 


Careful Analysis Was Made 


His analysis was made to determine 
the ratios of total number of calls to 
total applications secured to total num- 
ber of sales closed, to total commis- 
sions earned on sales made according to, 
first, contacts, which are cold canvass leads, 
agency leads, direct mail inquiry leads, 
and personal reference leads, second, 
according to occupations, which he di- 
vided into bankers and executives as 
one group, proprietors and managers as 
another, clerks and salaried people as 
another, and doctors, lawyers, teachers, 
etc., as another, and third, according to 
location—the business section of a City, 
the residential and suburban area, and 
out of town. 

Mr. Carter incidentally expressed ut- 
most confidence in the effectiveness of 
direct mail work in connection with his 
solicitation. Leads obtained in this 
manner proved to give a better ratio of 
calls to commissions than any other 
form of solicitation, 

An interesting observation was made 
by R. J. Seymour of Chicago. He says: 
“I tried raving over policy contracts, 
expecting men to want them—they 
didn't. Now I rave over their troubles 
(they’ve got plenty), and let them ask 
for our solution to a life problem.” 


Take Action to Cancel the 
Policy of Late W. H. Baker 





TRENTON, N. J., July 7.—The 
Travelers, New England Mutual Life 
and Guardian Life filed suit in chan- 


cery court here to cancel policies total- 
ing $130,000 on the life of W. H. Baker, 


president of the Merritt-Chapman & 
Scott Corporation, who died May 13 of 
heart disease. 

It is understood that the total line 


on which the contestable period has not 
run out amounted to about $1,000,000 
in all companies, and was business in- 
surance. Personal insurance estimated 
at between $100,000 and $200,000 has 
been in force a number of years. 

The contention of the contesting com- 
panies is that when Mr. Baker applied 
for insurance last August he failed to 
tell physicians that he had ever suffered 
from heart disease, whereas it was later 
revealed that had been treated for heart 
disease for several years. 


Detroit Actuaries Elect 
John E. Little President 


John E. Little, actuary of the Macca- 
bees and vice-president of the Actuarial 
Club of Detroit during its first year, 


was elected president at its annual 
meeting. Mr. Little succeeds A. A. 
a actuary of the Michigan Life. 


A. Lehman, actuary of the Detroit 
Life, .. served as secretary-treasurer 
last year, was advanced to vice-presi- 
dent, and R. F. Reitter, actuary of the 
Gleaners, was named secretary-treas- 
urer in his place. 





Secure Ratings 
on Bond Issues 


New York Department Has Ar- 
ranged for a Special Finan- 
cial Service 


INTEREST IN FIGURES 


Georgia Is Only State That Requires 
By Law Publication of Semi- 
Annual Statements 


NEW YORK, July 7.—In submitting 
the report of the committee on valua- 
securities of the National Con- 
Insurance Commissioners to 
committee at 
Superintendent 


tion of 
vention of 
the its gather- 
Van 
York said his depart- 


executive 
ing in Chicago, 
Schaick of New 
“has set up a statistical bureau for 
information rela- 


ment 
the ascertainment of 
tive to the various holdings of the com- 
panies, so that it will have available in- 
formation as to the various holdings 
that is as complete and authentic as is 
possible to obtain.” 

The department, it is understood, has 
arranged for the service of one of the 
leading financial bureaus of the country, 
the material supplied giving ratings of 
all bonds, together with a detailed de- 
scription of each. In checking up com- 
pany bond holdings it will be a com- 
paratively simple matter for the depart- 
ment representatives to refer to the files 
and if a particular bond is not given an 
adequate rating, decline to admit of its 
amortization. Arrangements have fur- 
ther been effected by the department to 
get special reports from the financial 
house, whenever it so desires. Whether 
the information thus obtained can be 
transmitted to other state departments, 
and if so, under what conditions, has 
not yet been fully arranged. 

Two Departments Require Reports 


New York and Georgia alone of the 
states, call for semi-annual reports from 
the companies. The figures furnished 
the former commonwealth are in greatly 
condensed form and intended mainly as 
a guide to the department as to the 
trend of a company’s affairs and for 
that reason have always been treated in 
confidence. The Georgia returns are 
made public, a state law compelling 
this. There is some speculation as to 
whether the New York department might 
not publish the mid-year figures when 
these are fully in hand in view of the 
unusual interest in the financial stand- 
ing of the reporting corporations that 
now exist. It is hardly likely, how- 
ever, that Superintendent Van Schaick 
will depart from the time honored pol- 
icy of the department. 

As companies are allowed 45 days 
after June 30 within which to submit 
their semi-annual figures, it would be 
the middle of August before all returns 
were in, even were it possible for the 
general public to review them. 


Connell Agency Ahead 


The C. D. Connell 
Provident Mutual Life in New York 
City is ahead of last year, both for its 
June business and for the year to date. 
Last month the agency paid for $601,000 
as against $543,500 in June, 1931, and 
for the first six months it paid for $3,- 
735,100 as against $3,611,350 for the 
first half of last year. 


agency of the 


J. B. Reynolds, president of the Kan- 
sas City Life, now is on the grand cir- 
cuit with his horses and will be gone 
until September. 
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Did for His Daughter 
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: WHEN she was 25 years old he § 
5 bought for her a single-premium § 
; life annuity of $1000 a year payable §& 
= $500 semi-annually. . 
| That was over 43 yearsago. Inallshe §& 
(| has received $43,500; and the New & 
- York Life will, of course, continue to §& 
— send her a check for $500 every six § 
: months as long as she lives. : 
= She is almost 69 years old, a widow.— 

| Can you think of any other gift her 


(| father could have made her that would 
:| have been so enduring, so helpful to 
her, so thoroughly significant of his 
desire to make her life financially safe? 
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He had protected her whether he lived 
or not, whether she married or not 
and (if she married) whether her hus- 
band should prosper or fail or leave her 
unprovided for in event of his death. 
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More Applications Written 








The New York Life in its agency bul- 
letin says that a large number of people 
are taking life insurance right now. The 
incoming business of the company is 
interesting. It takes a day, a typical 
one, when there was a grand total of 
1,463 applications for new insurance 
amounting to $3,930,911. In a general 
way the day’s business fell into the fol- 
lowing groups: 

School teachers, 64 applications for 
$153,540; professional positions, lawyers, 
ministers, architects, physicians, dentists, 
etc., 50 applications for $226,850: gov- 
ernment positions of all kinds, 31 appli- 
cations for $58,906; clerks, 97 for $155,- 
370; merchants, 100 for $384,500; man- 
agerial, 81 for $451,770; accounting po- 
sitions, 29 for $75,720; real estate, brok- 
ers, etc., 11 for $74,500; salesmen, 142 
for $373,950; mechanical occupations, 
auto mechanics, plumbers, machinists, 
etc., 57 for $104,740; industrial positions, 
carpenters, painters, etc., 37 for $90,000; 
railroad and allied positions, 19 for 
$37,500; personal service positions, bar- 


bers, tailors, waiters, laundries, cleaners 
and pressers, dyers, etc., 32 for $63,000; 
farming, farmers, truck gardeners, ranch- 
ers, dairymen, etc., 105 applications for 
$203,500; domestic positions, house- 
keepers, maids, chauffeurs, cooks. etc., 
39 for $53,200; manufacturing, clothing, 
shirts, hats, awnings, etc., 13 for $52,000; 
trucking, taxis, milk deliverymen, etc., 27 
for $46,500; gas and oil industry, filling 
stations, garages, oil salesmen, etc., 37 
for $123,000; miscellaneous occupations, 
students, housewives, butchers, contrac- 
tors, nurses, photographers, shipping 
clerks, bakers, druggists, fishermen, etc., 
489 for $1,187,365. 

Yet on a later day, 1,679 applications 
for $4,667,269 and a still later day, 1,716 
for $4,659,375 and then 1,791 for $4,794,- 
888 were received. 

On Monday of last week the appli- 
cations were 1,789 for $4,839,918. This 
shows there is a gradual increase in in- 
coming applications from all over the 
country, which is of course a gratify- 
ing trend. 








Union Central Denied Tax 
Reduction Under Illinois Law 





Because the Ohio law taxing pre- 
miums of life companies provides for 
a deduction on account of reinsurance 
premiums received, while the Illinois 
law grants a deduction for reinsurance 
premiums paid, an Ohio company com- 
ing under the retaliatory provisions of 
Illinois is not entitled to a deduction for 
the amount paid for reinsurance of IIli- 
nois business, the Illinois supreme court 
holds in the case of Union Central Life 
vs. Lowe. The Illinois law provides 
for a 2 percent tax on gross premiums 
less return premiums, reinsurance pre- 
miums paid and dividends to policyhold- 
ers. The Ohio law imposes a tax of 2% 
percent on gross premiums less return 
premiums and reinsurance premiums re- 
reived. No credit is given in Ohio for 
dividend payments. 


Union Central’s Contention 


The Union Central contended it was 
entitled to a refund of $11,166 on rein- 
surance premiums in Illinois in 1929 and 
$46,269 on its 1930 tax if computed on 
the Illinois rate, granting credit for re- 
insurance premiums paid and dividends. 
The company argued that the retali- 
atory provisions should not be invoked 
because in all instances the Ohio tax 
would not be greater than the corre- 
sponding Illinois tax on the same busi- 
ness. The court ruled, however, that 
the retaliatory principle will be adopted 
in any individual case where it appears 
that the Ohio tax on an Illinois com- 
pany would be greater than the IIli- 
nois tax. In this case, it was held the 
Ohio tax would have been greater. 


Stimulate Insurance Library 


The insurance committee of the In- 
dianapolis chamber of commerce is con- 
sidering plans for stimulating interest 
in and the further development of the 
insurance section of the Indianapolis 
business library, a branch of the city 
library. Under the supervision of Miss 
Ethel Clellan a library of several hun- 
dred volumes directly relating to insur- 
ance has been assembled and it is the 
desire to increase the facilities of this 
department. It was concluded that the 
existence of this insurance library be 
brought to the knowledge of insurance 
interests of the city, through the vari- 
ous organizations and otherwise and 
also to create an interest which would 
result in the donation of insurance 
books and pamphlets of all kinds. 


Investigate Medical Examiners 


The American Service Bureau has in- 
vestigated medical examiners of life 


companies regarding their competency. 
In one group of physicians in a middle 
west state, 18 percent were found to 
have defective eyesight, hearing and 
other physical defects which would af- 
fect their ability as examiners. Poli- 
tics and side lines were found to be 
hindrances to medical work in many 
cases. It was also found that some of 
the examiners were not regarded highly 
in an ethical light by others of the medi- 
cal profession. 





Takes Maccabees General Agency 


The Toth Agency, Bridgeport, Conn., 
has been given the general agency for 
western Connecticut of the Maccabees, 
Detroit. The territory runs from Bridge- 
port to Greenwich and Danbury, includ- 
ing all of Fairfield county. Barnabas 
Toth heads the agency. 





Round Table Head 























ROBERT A. BROWN 


Robert A. Brown of Los Angeles, 
who will act as chairman of the million 
dollar round table at the annual meet- 
ing of the National Association of Lite 
Underwriters in San Francisco in Au- 
gust, has long been one of the premier 
producers of the Pacific Mutual Life 
and has been on the million dollar ros- 
ter ever since the round table was ¢s- 
tablished. He has just retired as presi- 
dent of the Life Underwriters Associa- 
tion of Los Angeles and is taking an 
active part in boosting the membership 
of that organization and of the National 
association on the Pacific Coast. 
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Farm Loans Are 
Considered Sound 


Many Conservative Companies 
Still Have Faith in This Type 
of Investment 


WORKING OUT SITUATION 


Little Fear Is Felt if Portfolio Is Not 
Topheavy with Agricultural 
First Mortgages 
NEW YORK, 


farm price levels and commodity prices 


July 7—Although 
are discouragingly depressed, farm loan 
departments of conservatively 
managed life companies have not by any 
means lost their faith in the value of 
agricultural loans in a company’s invest- 
ment program. 

The fact that the farm is not only a 
for 


many 


means of producing commodities 


sale but is also the home and source of 
most of the necessities of life for the 
owner or tenant, gives farm prices a sta- 
bility as compared with bonds or stocks 
they would not otherwise have. In 
proof of this company officials cite farm 
prices now and in the 1919 farm land 
boom as compared with contempora- 
neous farm commodity levels. 


Slump Is Not Extreme 


In spite of the wide difference be- 
tween 1919 farm land prices and those 
at present, the price of farms in 1919 did 
not rise in proportion to farm commod- 


ity prices, and low as farm prices are 





now, they are by no means depressed to 
the extent that commodity prices are. 

Farm loan men point to commodity 
prices, which are in general fully 50 per- 
cent lower than the average for the past 
40 years and ask what other industry 
could keep from going to pieces if placed 
in the same situation. The same situa- 
tion has always existed in past depres- 
sions as regards the ratio of farm prices 
to farm commodities. 


Feel Farm Loans Are Sound 


Many loan officials who have consid- 
ered the entire economic situation feel 
that farm loans are still basically sound 
and that any company which has made 
its farm loans on a conservative basis 
and is not so topheavy with farm mort- 
gages that it will be forced to liquidate 
in the present depressed market will 
have little to worry about so far as its 
farm investments are concerned. 

As to what constitutes conservative 
valuations, differences of opinion are 
encountered. Some companies have an 
arbitrary limit of a certain maximum 
per acre, usually a fairly low figure, that 
they will not exceed in granting loans. 
Other companies with more flexible 
scales contend that an arbitrary maxi- 
mum will tend to lower the grade of 
the farms obtainable, as the better farms 
do not have to accept such low limits. 
The latter group of officials believes it is 
better to loan on higher class farms even 
at a higher valuation. 


Foreclosures Are Avoided 


Foreclosure proceedings usually are 


not resorted to unless an exhaustive sur- | 


vey of the facts indicates that the bor- 
rower has got himself involved so deeply 
that it is no use for the company to 
play along with him. If the man is 
competent and is merely the victim of 
such circumstances as the abnormally 
depressed price of wheat, the company 
feels it is wiser, as well as sounder eco- 
nomically, to keep him on the farm 
rather than throw him off and put on a 
tenant who in the nature of things could 
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Dr. Huebner on Long Trip 
to Spread Idea of C. L. U. 





Dr. S. S. Huebner, dean of the Amer- 
ican College of Life Underwriters, left 
Philadelphia June 27 for an extended 
trip in connection with work of the col- 
lege. Between now and the middle of 
September he expects to visit many 
large cities where meetings have been 
arranged. He will meet with local 
chapters of C. L. U. or with holders of 
the designation in places where chapters 
do not exist. In addition, he will speak 
at general meetings of persons who have 
already taken one or more installments 
of the C. L. U. examinations or are 
planning to do so, the purpose being to 
present to an underwriter the si 


not be expected to be so desirable an 
occupant as the owner. 

An interesting fact that many life 
companies have found in dealing with 
tenants is that the common idea that 
tenants are necessarily less efficient and 
industrious than owners is frequently 
false. 

Cooperate with Tenants 

A landlord who is a smart farmer fre- 
quently can get his tenants to do better 
for themselves and their farms than they 
could possibly do without his manage- 
ment and the same applies to life com- 
panies which are building up their farm 
loan departments with field men of agri- 
cultural school training and proven prac- 
tical experience, and who know how to 
help the tenant on the company’s farms 
to greater efficiency. 

In spite of low farm commodity 
prices, there is a substantial back to the 
farm movement and good tenants are 
not difficult to find. In general, compa- 
nies are willing to cooperate with their 
tenants in improving the property where 
such improvements are necessary or 
even desirable. 


signihi- 


7 


course ol study 
earning 


cance of the C. L. U. 
as it relates to his vision, 
pacity, proper service, and happiness in 
the business. Special attention will be 
given a discussion of ways and means 
for organizing necessary educational ac- 
tivities designed to prepare candidates 
for the examinations. 


Cca- 


Many General Meetings 


Arrangements have been made at 
many points for a general meeting of 
the life underwriters’ association in order 


that the entire C. L. U. program may 
be presented to the members Indi- 
vidual conferences also have been ar- 
ranged with home office officials 


teachers of colleges and universities and 
study group leaders 
The trip has been planned so as to 


enable Dr. Huebner to present the mes- 


sage of the American college to the 
rapidly growing number of under- 
writers who are interested in learning 
more about the C. L. U. educational 
program and in having some effective 
educational program worked out which 


will enable them to prepare for the ex- 
aminations 


Dr. Huebner was in Boston, June 30; 


Buffalo, July 2; Cleveland, July 6. His 
remaining schedule is 

Detroit, July 8; Milwaukee, July 12; 
Chicago, July 14; Davenport, la., July 


16; Indianapolis, July 19; Pittsburgh, 
July 21; Kans&s City, Mo., Aug. 3; 
Minneapolis, Aug. 6; Seattle, Aug. 11; 
Portland, Ore., Aug. 13; Los Angeles, 
Aug. 20; Denver, Sept. 10; Oklahoma 
City, Sept. 13; St. Louis, Mo., Sept. 15; 


Cincinnati, Sept. 17 


Inspector of Agencies Dies 
® 


Briggs, inspector of agencies for 


the eastern district of the New York 
Life, and for 39 years connected with 
that company, died of heart disease in 
St. Stephen, N. B., last week. He was 
65 years old. He was active in civic 
affairs in the Riverdale section of the 





Bronx. 
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Prospect Confused by Gossip 





There is great value to a life man in 
learning the true reaction of a prospect 
to the canvass. That is why President 
T. I. Parkinson of the Equitable of New 
York, when he received a lengthy letter 
trom a New Jersey man referring to 
agents’ criticism of several outstanding 
companies in their efforts to sell him an 
annuity, directed’ that a comprehensive 
reply be sent. 

The man’s letter reflects no credit on 
the ethics or common sense of at least 
the agents involved in this case, and it 
demonstrates that the so-called “whis- 
pering campaign” against companies’ 
financial condition decried from time to 
time by THe NATIONAL UNDERWRITER is 
not merely a phrase. 

Conglomeration of Gossip 


President’s Parkinson’s correspondent 
says he has been so confused by a “con- 
glomeration of facts or information,” 
that he is unable to make a decision as 
to the proper company although he 
wants the annuity and in fact initiated 
the matter through letters sent several 
companies whose names he _ secured 
from a financial editor. 

“Since that time my office has been 





overrun with agents of all kinds trying 
to sell me an annuity, all claiming their 
company is the best,” the man writes. 
“The New Jersey people claim as I live 
in New Jersey I should patronize a New 
Jersey company. Incidentally I worked 
in Wall street over 20 years and lived 
in New York longer, so I am as much 
a New Yorker as a New Jersey man. 
Some of the agents claim the ——— is 
very careful in investment, especially in 
stocks and bonds and real estate, and 
is in good financial condition. 


Agents’ Statements Derogatory 


“Other agents of different companies 
claim the New York companies may be 
in a very bad state on account of the 
long continued stock market liquidation 
in stocks and bonds and the big drop 
stocks and bonds have had, and the 
frozen loans and money tied up in un- 
productive real estate mortgages on 
dwellings, hotels, apartment houses, etc., 
that now stand empty, or the owners 
are out of work, etc., and can pay 
neither interest nor principal; also losses 


that may have been taken on farm 
mortgages. 
“They claim enormous losses may 





already have been taken, and may yet 
have to be taken, especially railroad 
stocks and bonds, as the liquidation is 
still under way and so far no end or 
bottom seems to be in sight. 


Take Crack at Companies 


“Others say some of the insurance 
companies will probably be out of busi- 
ness in ten years from now on account 
of railroad stocks, bonds, etc., becoming 
worthless, especially if the depression 
continues much longer, as they claim 
the railroads are on the down hill and 
have too much competition from air- 
planes, motors, automobiles, etc. Others 
claim many insurance companies have 
had to take and will have to take bad 
losses on their foreign loans, many of 
which are now probably worthless. 

“Other agents said some of these 
companies were taking over a lot of 
defunct companies which were pulling 
down on earnings and making a very 
bad overhead expense, which they con- 
sidered very bad. Other agents said 
some of the companies were lending out 
millions of dollars on policies, which 
they considered bad business, especially 
as some of the money is used in busi- 
ness, etc.” 

M. C. Laffey, treasurer of the Equi- 
table, in his reply gave a detail analysis 
of the Equitable’s financial condition, 
which he stated he regarded as “decid- 











URGANIZED SELLING METHODS 


mean a way for the ‘Man on the Street” 
to so order his work that he may get the 
largest return for the effort he is willing to 
put forth and a way for the General Agent 
to systematically be a “Guiding Hand” 


HE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 











edly satisfactory.” “Whether or not 
you will consider it a trifle more satis- 
factory than that of the other sound 
companies of whom you have made in- 
quiries, you must decide for yourself,” 
Mr. Laffey states. “Allowing for the 
eagerness of the respective agents to do 
the business, suffice it to say that an 
annuity purchased in any one of the 
four companies you mentioned is a 
prime investment about which you 
should never be unduly concerned.” 





Canadian Taxes on Life 
Companies Are Increased 








TORONTO, July 7—Canadian gov- 
ernments, hard pressed for revenue, 
have turned to corporations which pro- 
vide a ready means of tapping organized 
capital, and life insurance companies 
have to meet their share or more. While 
legislation at this year’s annual sessions 
of the Dominion and nine provincial 
houses is not yet complete, a fair pic- 
ture of premium taxation may now be 
secured. 

Last year the 44 member companies 
of the Canadian Life Insurance Officers 
Association, which comprises practically 
all companies operating in Canada, paid 
in premium taxes to the nine provincial 
governments $2,976,540, an increase of 
nearly $100,000 over 1930, though actual 
premium collections were considerably 
reduced. 

Some provinces tax gross premiums, 
while others allow deductions from the 
gross, and apply on the net. Saskatche- 
wan’s new rate will be the highest, 3 
percent on the gross. : 

A summary of recent tax changes is 
as follows: 

Alberta: 1931, 2 percent on gross pre- 
miums; 1932, surtax of 10 percent added 
to the 1931 levy. British Columbia: 1931, 
2.25 percent on gross premiums; no 
change in 1932. Manitoba: 1931, 2 per- 
cent on gross premiums; 1932, proposed 
change to 3 percent. New Brunswick: 
1931, 1.5 percent on premiums, less re- 
funds; 1932, surcharge of 50 percent, 
making rate of 2.25 percent for 1932, 
which may be extended to 1933. Nova 
Scotia: 1931, 2 percent on gross; 1932, 
raised to 2% percent. Ontario: 1931, 
1.5 percent on premiums collected less 
refunds; 1932, 1.75 percent. Prince Ed- 
ward Island: 1931, 1 percent; 1932 not 
yet announced. Quebec: 1931, 1.75 per- 
cent on gross premiums; 1932, same 
rate, plus additional tax of 1.5 percent 
on net profits. Saskatchewan: 1931, 2 
percent on premiums less refunds; 1932, 
raised to 3 percent. 


Louisiana Court Reverses 
Ruling on Inheritance Tax 





NEW ORLEANS, July 7.—Revers- 
ing an opinion handed down several 
weeks ago, the court of appeals now 
holds that funds derived from life in- 
surance policies and payable to an es- 
tate are not exempt from inheritance 


tax. The decision was handed down 
in a rehearing of the succession o! 
Henry H. Hedden. It declared that 


the previous decision was based on the 
theory that taxes are debts and that thie 
legislature has freed insurance set- 
tlements from the claims of creditors. 

“No case has been called to our at- 
tention, nor have we found one,” the 
new opinion states, “in which it has 
been held that a statute granting 4 
general exemption from debt includes 
within its protection such unusual debts 
as taxes, unless the said taxes are ¢X- 
pressly referred to in the exemption 
statutes. We conclude that it was not 
the intention of the lawmakers that the 
word ‘debt’ should be interpreted as 1n- 
cluding inheritance taxes.” 





An accounting of the estate of the 
late Robt. Lynn Cox, formerly vice 
president of the Metropolitan Lit¢, 


showed the estate amounted $597,000, 
according to the executor, C. W. Cox, 
Mr. Cox died Jan. 22, 1930. 


a son. 
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American Life Expectancy 
Is Seen the Best in World 





COMPARISON IS INTERESTING 





Public Health Service Tabulation Show 
Males Here Well Ahead of Those 
of Other Countries 





Some interesting life expectancy com- 
parisons may be noted in a _ recent 
report of the Public Health Service, on 
results seen by Joseph Bigger and Rob- 
ert A. Q. O'Meara in the Irish census 
of 1926, as tabulated and commented on 
in the “American Journal of Hygiene” 
for January, 1932. Life expectancy for 
males in the United States is 57.8 years, 
a figure which is well known and widely 
quoted. The Irish life tables, which are 
compared with expectancy in other 


countries, show that the male expect- 
ancy in the United States betters 
that of males born in Germany, 


where the figure is 56 years; is 1.1 years 
better than the Irish expectancy of 56.7 
years, and two full years greater than 
the expectancy in England and Wales. 


Irish Women Less Vital 


Oddly enough, Ireland is found to be 
the one country where the vitality of 
the female appears to be inferior to 
that of the male at most ages. In the 
United States the female expectancy 
at birth is 59 years, compared with 57.8 
for males. 

The American Experience _ table, 
which is familiar to most insurance 
men, starts with a group of 100,000 per- 
sons living at age 10. The expectancy 
of life at age 10 is computed to be 48.7 
years. The expectancy at age 10 for 
the United States at large is 54.1 years 
for males and 55.2 years for females, 
which suggests the thought that many 
insurance premium rates are based on 
a mortality which is greater than in the 
general population. 

Gives Margin of Safety 


This is exactly so; it constitutes a 
margin of safety for life insurance com- 
panies, but not so large a factor as it 
would seem, or as is argued by some 
persons who believe life insurance rates 


should be lower. Actuaries are well 
aware of the inequity arising in apply- 
ing the old American Experience table 
to modern life, and in computing rates 
they make an appropriate discount. 

As is well known by most insurance 
men, the American Experience table 
was completed in 1862 by Shepard Ho- 
mans, then actuary of the Mutual Life 
of New York, and was published in 
1868. It was based partly on true 
American experience but was strongly 
influenced by the British tables of those 
days, which were based on different 
standards of hygiene than those of the 
present. So without doubt the Amer- 
ican Experience table overstates present 
mortality, particularly at the younger 
ages where so much public health work 
has been done in connection with con- 
tagious diseases. 


Discrepancy Later Vanishes 


This indicates what the present needs 
is this same public health work for it 
is to be observed that although more 
than five years advantage in expect- 
ancy of life is enjoyed by children age 
10, comparing the 1922 estimates of 
general population of the United States 
with those of the American Experience 
table, at age 50 there is less than one 
year advantage and at age 60 practi- 
cally no difference. Obviously degen- 
erative diseases are taking the same toll 
in 1932 that they took 75 or 100 years 
ago. 

Raises Interesting Question 


It becomes a matter of conjecture 
whether those who reach age 60 in the 
present day live longer than in Biblical 
days. Indeed, according to some medi- 
cal men, it is entirely possible that our 
forefather patriarchs lived much longer 
than we do, if they managed to survive 
to age 60, as necessarily any one liv- 
ing to that ripe age in days gone by 
was the product of a harsh type of se- 
lection and good for many years more, 
whereas modern medicine, surgery and 
hygiene permit many more to attain age 
60 when degenerative diseases begin to 
have their effect. 


The Little Gem Life Chart gives you 
the dope on even the smallest com- 
panies. A 5-year financial and insurance 
report of 275 companies is included. No 
other small book gives you this exhibit. 
Order at your company club rate from 





The National Underwriter. 








AS SEEN FROM CHICAGO 





WALTER BOIREAU RESIGNS 


Walter Boireau, agency manager of 
the Evarts Wrenn general agency of 
the State Mutual Life in Chicago, has 
resigned after more than four years 
with Mr. Wrenn. Until fall he will 
devote himself to personal production, 
remaining in the Wrenn agency and 
clearing up a number of outstanding 
cases, then will continue in general 
agency work, probably with the same 
company. Mr. Boireau is a graduate of 
the Harvard business school and took 
a course of instruction under Griffin M. 
Lovelace. He started in life insurance 
with the Aetna at Boston nine years 
ago as agent, becoming assistant gen- 
eral agent and remaining three years. 

He then went with the Phoenix Mu- 
tual in agency work at Boston and at 
the home office, remaining two years. 
After that he went to Chicago with the 
Wrenn agency in charge of production. 
He has considerably increased the 
Wrenn agency’s business, showing an 
especially fine record last year and an 
increase of about 30 percent paid in 
the first quarter this year. The agency 
for the half year stands even with last 
year, 

Mr. Boireau is the originator of the 
Supervisors club idea in this country, 
being one of the founders of the Chi- 
Cago club, which was the first and 
which has been duplicated in many cities 
throughout the country since. He is a 





former director of the Chicago Asso- 


ciation of Life Underwriters, president 
of the Lions club in his home town 
near Chicago and an active civic 
worker. 

* * x 
FEDERATION COMMITTEES NAMED 


President F. Chandler of the IIli- 
nois Insurance F wih nes announces the 
appointment of four committees: 

Finance and Audit: J. E. Callender, 
Chicago, manager Ocean PS = mee & 
Guarantee; Isaac Miller Hamilton, Chi- 
cago, president Federal Life; L. J. 
Kempf, Chicago, manager Travelers. 

Educational: W. H. Hansmann, Chi- 
cago manager Fidelity & Deposit; E. A. 
Henne, Chicago, vice-president, America 
Fore ip oy Ralph Miller, Chicago, 
Conkling, Price & Webb. 

Chicago Membership: W. W. Steiner, 
Chicago, vice-president Globe Indem- 
nity; W. E. Webb, Chicago, executive 
vice-president National Life U. S. A. 

Downstate Membership: J. Lan- 
phier, Jr.. Lanphier & Co., Springfield; 
W. E. Hodnett, of Hodnett Company, 
Lincoln; Emmet C. May, president 
Peoria Life. 

$s ¢ 
CLEARING HOUSE BIRTHDAY 


The New York Life’s Chicago clear- 
ing house branch, Frederick Bruchholz, 
agency director, had its eighth birthday 
luncheon last week. The branch is 
ahead of both its 1932 top paid pro rata 
allotment and its 1932 paid new organ- 











“Everything else was gone, 
to protect my family 
I had to have 
Life Insurance 


Ww 


éé HE business I built, which up 

to now had always been profit- 
able, was in the red, my personal in- 
vestments had defaulted and my cash 
reserve 


was being rapidly depleted. I 
had a wife and family to think about. 





My $35,000 life insurance was neces- 





sary—yet I couldn’t pay the high pre- 
mium and loan interest on my policy 
which already had been borrowed on to 
the limit. 


“When your representative called and 
showed me how I could cancel the 
policy loan and still carry the original 
amount of life insurance I HAD to 
have I was the happiest man in the 


world.” 


vW 


BOVE is a testimonial on record in our office 

from a policyholder of a company with which 
we are working. Like all DeBarry transactions, 
good-will was maintained, cash was received in the 
settlement and both policyholder and company was 
extremely satisfied. The efficiency and sincerity of 
DeBarry & Associates in handling reclamation and 
conservation work for legal reserve companies brings 
results. 


A talk with us about your reclamation and conserva- 
tion work may prove of mutual benefit. We can 
undoubtedly help you the same as we have others. 
Your inquiry places you under absolutely no obliga- 
tion. Our many years of experience in transfer and 
reclamation work has proven certain theories that 
should be of interest to you. 


Ask for your copy of a free pros- 
pectus on reclamation and conserva- 
tion work. Address your request to 


De Barry « AssocIATES, INC. 


Insurance Counselors 


222 WEST ADAMS STREET CHICAGO 














ization allotment as of July 1. 
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is animportant part of 


GREAT SOUTHERN 


representatives’ success 


Great Southern representatives have 
something they can be truly enthusiastic 
about. 


In the first place they have backing them 
a strong, progressive company. Great 
Southern assets total more than $44,000,- 
000.00 and it has an additional surplus 
for policy holders protection that is over 
$4,500,000.00 greater than required by 


law. 


The representatives have a varied and 
attractive line of policies, at rates as low 
if not lower than others. They can in- 
sure anyone from infancy to maturity, 
any way they wish to be insured. 


Each representative has a contract di- 
rect with the home office. This assures 
more complete and thorough home office 
cooperation. This contract provides lib- 
eral first year and exceptionally large 
renewal commissions. 


You too will immediately acquire the 
enthusiasm of success. Write the home 
office. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P. GREENWOOD - PRESIDENT 
HOU STON TEXAS. 








Provident Mutual Revises 
Policy Provisions, Rates 


TWO-YEAR SUICIDE CLAUSE 





New Disability Provision in Effect; 
Life Annuity Rates Revamped, Sur- 
render Charge Boosted 





The Provident Mutual has made a 
number of important changes effective 
July 1. The policy form is revised with 
extended term insurance as an auto- 
matic nonforfeiture provision; two-year 
suicide and incontestable clause, revised 
cash values and payment of first year 
dividend made conditional on payment 
of second year premium. 

The new disability provision and rates 
are incorporated, with a six months’ 
waiting period, $5 per month disability 
income per $1,000 and change in age 
when disability coverage ceases. There 
also are changes of the disability lim- 
its. Parts 1 and 2 of the application 
have been revised and the rate book 
revised and rearranged. 


Annuity Rates Revised 


Life annuity rates are slightly revised 
to conform exactly with the standard 
rates now used by a large number of 
companies, the change resulting in a 
small increase at some ages and a small 
decrease at others, but the net effect 
being negligible. 

The disability and accidental death 
benefit provisions will be permanently 
contestable. Cash values are affected 
by change in surrender charge, the new 
scale being $16 end of second year, $14 
end third year and decreasing likewise 
$2 a year so the full reserve is available 
after payment of tenth annual premium. 

All life and endowment policies ex- 
cept income and “providor” policies now 
stipulate that when sum of accumulated 
dividends and cash value equals face 
amount of policies, the company on 
written request at that time will pay 
the face amount, thus permitting a pol- 
icy to mature as an endowment through 
application of accumulated dividends. 
Option 4 without instalments certain is 
eliminated, although the company is 
willing to grant this on the basis of 
published life annuity rates in use at 
the time the option finally becomes ef- 
fective, adjusted to exclude loading for 
acquisition cost. 


New “Providor” Policy 


A “providor” policy maturing at age 
55 is added, the cash value at age 55 
being $1,600 per $10 monthly income 
after maturity. 

On retirement life income contract, 
cash values have been slightly changed. 
The death benefit is equal to cash value 
at the end of policy year of death, dis- 
counted at 4 percent interest to date of 
death, but in no case less than pre- 
miums paid, exclusive of any extra pre- 
mium for disability provision. The de- 
ferred increased income option will be 
limited to retirement life income con- 
tract maturing at 50 or later. 

The disability changes include a pre- 
mium waiver provision retroactive to 
cover prem‘:ims due during waiting pe- 
riod. Disability must occur before 55 
in men for the disability income provi- 
sion, and 60 for premium waiver; and 
before 55 for premium waiver for 
women. Disability income is not issued 
to women. 

The disability income will be payable 
for life on endowments maturing at age 
65 or later, but will terminate at ma- 
turity of endowment maturing at age 64 
or earlier, and all retirement life income 
contracts. On retirement life income 
and continued income life and survivor- 
ship income endowment policies, dis- 
ability income will be for one-half the 
income provided by the policy. 

In case of unreasonably long delayed 
disability claims, income benefits will 


not be dated back more than six months, 





waiver more than one 


nor premium 
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Father and Son 


Combinations Seen 





“Father and son” combinations 
in the field organization of the 
Bankers Life of Iowa were in- 
creased recently when Newton 
Hake became affiliated with the 
Kansas City agency of which his 
father, R. G. Hake, has long been 
agency manager. Son Newton 
graduated from Iowa State Col- 
lege at Ames several years ago 
and has been engaged in sales 
work in Iowa since. 

Other notable “father and son” 
combinations in the Bankers Life 
field include Agency Manager El- 
bert Storer and son, Horace, at 
Indianapolis; Agency Manager 
DeForest Bowman and son, Mar- 
quis, at Chicago; Agency Manager 
O. G. Wilson and son, Addison, at 
Omaha, and Agency Manager W. 
I, Fraser, at Lincoln, Neb., whose 
son, W. A. Fraser, left his father’s 
agency June 1 to become an 
agency manager in his own name 
at Lawrence, Kan. 











year. The disability provision on five- 
year term will specify that if policy is 
converted within three years after issue 
to permanent policy with premium for 
at least 15 years, this policy will con- 
tain a similar disability provision, but 
otherwise will not except on satisfactory 
medical examination and other evidence 
of insurability. The same limit of con- 
version applies to accidental death bene- 
fit provision in five year term. 


Premiums Slightly Lower 


There has been a slight reduction in 
premiums for the disability provision at 
all except oldest ages. On the premium 
waiver only provision for men, rates 
will be nearly double the present scale 
at all ages, and disability waiver only 
for women will be exactly double the 
present scale. 

The maximum limit of monthly dis- 
ability income now is $250 on life and 
endowment plans and $100 on five-year 
term, with lower limits at certain ages. 
The amount of insurance issued with 
premium waiver provision is increased 
to $100,000 on life and endowment plans 
at certain ages. Maximum age at issue 
on life and endowment plans is 50 for 
disability income and 55 for waiver only, 
and on five-year term policies is 45 for 
both clauses. 


Agents Much Interested in 
Remedy for Stomach Ulcer 





Agents undoubtedly have more trou- 
ble with ulcer cases than almost any 
other. In the old days these were re- 
garded as dyspepsia or indigestion af- 
flictions. Most companies will not in- 
sure anyone who has been treated for 
ulcers until five years have elapsed. Dr. 
H. N. Bundesen, health commissioner 
of Chicago, says that many people take 
soda for hyperacidity but he said that 
too much soda may lead to alkalosis, 
that is, too much alkali in the body. 

Dr. Bundesen calls attention to a sub- 
stance that is having a very excellent ef- 
fect where one is afflicted with ulcers. 
It has been shown that mucin made 
from a hog’s stomach gives rapid and 
complete relief. It is thought that the 
mucin acts by forming a coating over 
the ulcer and protects it against the ac- 
tion of the acid in the stomach. 

Dr. A. J. Atkinson of Chicago, ac- 
cording to Dr. Bundesen, has treated 43 
patients in this way. Dr. Bundesen de- 
clares that this treatment is effective and 
enough patients have now been treated 
by this method to show that it is most 
helpful in overcoming ulcers. He said 
that the mucin treatment is not fool 
proof and must be carried out under di- 
rections of a physician. 
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BENEFICIARY IS UPHELD 


Judge Wasservogel in the supreme 
court of New York in the case of Mary 
Dana vs. New York Life held that the 
“proofs of death furnished by the plain- 
tiff are sufficient’’ and has denied the 
company’s motion to dismiss the suit on 
the ground that due proof of death has 
not been filed. Mrs. Dana, the widow 
and beneficiary, filed her own affidavit 
advising the company of the death of 
the assured and claimed that this was 
sufficient as “due proof of death.” The 
New York Life held that the unsup- 
ported affidavit of the beneficiary is not 
proot of death and that proof on forms 
rrcevided by the company including 
physician’s certificate «nd cficial death 
certificate must be filed. The amount 
was $56,000 including claim for double 
indemnity. 

*x* * * 
PUSH BOY SCOUT CAMPAIGN 


John C. McCall, vice-president New 
York Life, heads a committee composed 
of F. H. Ecker, Jr., Metropolitan Life, 
and Arthur C. Metz, who will lead in 
the effort of the life insurance division 
to raise its share of the $100,000 de- 
clared absolutely necessary by Governor 
Roosevelt to carry on the program of 
the Boy Scout movement in greater 
New York. 

* * * 
IMPORTANT CASE IS LOST 


The action of the court of appeals of 
New York, which has just upheld the 
appellate division’s reversal of the lower 
court’s conviction of C. A. Legg and 
H. B. Stapler for violation of the twist- 
ing statute, is much less unfavorable 
to the cause of life insurance than it 
would seem at first glance, according 
to D. B. Maduro, counsel of the New 
York City Life Underwriters’ Associa- 
tion. Mr. Maduro said that life under- 
writers’ associations will undoubtedly 
bend their efforts toward getting legis- 
lation which will obviate the present 
need of lengthy criminal proceeding’s 
in prosecuting unlicensed insurance 
“advisers” who are suspected of violat- 
ing the twisting statute. He finds, how- 
ever, substantial benefits to life insur- 
ance. The appellate division flatly de- 
clared a violation of the twisting statute 
constitutes a misdemeanor. It also ex- 
pressly declared the twisting statute ap- 
plies not only to licensed agents and 
companies but also to unlicensed indi- 
viduals, firms, or companies. 

The original conviction resulted in 
sentencing Legg to 60 days in the work- 
house and a suspended sentence for 
Stapler. The appellate division reversed 
this by a 3-to-2 vote. Mr. Maduro said 
the appellate division decided evidence 
was not sufficient to support the charge 
of misrepresentation and did not indi- 
cate criminal intent. The written opin- 
ion unfortunately merely discussed 
“misrepresentation” and not in any way 
“incomplete comparison.” The case was 
handled on behalf of the people by 
Assistant District Attorney J. C. Mc- 








Group Pension Is 
Enjoying a Boom 


(CONTINUED FROM PAGE 3) 


inquiries from firms which have not yet 
put such an arrangement into effect is 
indicative of the interest being shown. 

Business men feel that industrial 
Pensions are the coming trend and that 
Sooner or later industry will be forced 
to make provision for its superannuated 
employes. The type of legislation that 
tas been seriously proposed in various 
States is an indication that a less desir- 
able form of pension plan may become 
legally required if industry does not take 
the initiative. 


M NEW YORK 


By R. B. MITCHELL. 





Dermott. The statute was originally 
added to the New York insurance law 
in 1906 upon recommendation of the 
Armstrong committee. It was amended 
in 1908 to prohibit specifically the mak- 
ing of “misrepresentations,” and in 1911 
was again amended to prohibit making 
“incomplete comparisons” to induce the 
insured to lapse, forfeit or surrender a 
policy. The statute and amendments 
have been sufficient to protect against 
twisting by licensed agents and firms, 
because the insurance superintendent has 
power to cancel the agent’s license for 
cause, but the same protection does not 
exist in case of unlicensed individuals 
or firms, and punishment and penalty 
can be obtained only by lengthy pro- 
ceeding in criminal courts. 
ees 
POLICY LOAN SITUATION 


Policy loans locally showed a sharp 
upward trend here the latter part of 
June, according to the figures of one 
of the largest general agencies here. 
Prior to that there had been a slight 
let-up. 

“Most of these appear to be genuine 
distress loans,” said the agency execu- 
tive in charge. “Several loans were 
made for large amounts, apparently to 
cover obligations coming due July 1. 
They ranged all the way down to un- 
believably small amounts. One man 
who had but $3 left of his cash sur- 
render value came in and wanted to 
borrow it so he could buy his com- 
mutation ticket. 

“As the depression continues, a 
smaller and smaller percentage of the 
loans requested seem to be for any rea- 
son except that the policyholders is up 
against it. In many cases the loan is 
being made so he and his family can 
eat. That kind of conditions makes 
conservation efforts pretty discouraging 
_ there doesn’t seem to be much we 
an do about it.” 


Company Loses Its Contest 
in Double Indemnity Case 





ST. PAUL, July 7—The Equitable 
Life of New York must pay double in- 
demnity in a $2,500 case just decided 
by the state supreme court. A _ work- 
man overcome by heat wandered away 
and the next day was killed by a train. 
In denying double indemnity the com- 
pany sought to show that there was no 
evidence brought out that death was 
accidental. 

The lower court, with a jury, found 
for the plaintiff and this was affirmed 
by the higher court which said in its 
decision: 

“In an accident insurance case where 
death ensues as the unusual, unexpected 
or unforeseen result of an intentional 
act, it occurs by accidental means even 
if there is no proof of mishap, mis- 
chance, slip or any occurrence out of 
the ordinary. Where death occurs by 
external violence and there is no evi- 
dence whatever as to the means of such 
violence the burden of proof upon the 
beneficiary in an accident insurance pol- 
icy is sufficiently supported by the pre- 
sumption that the violence was due to 
accidental means.” 


Gives “Case for Life Insurance” 


R. J. Gilfillan, one of the leading pro- 
ducers of the California-Western States 
Life in San Francisco, is to address the 
“80 Club” there July 7, presenting “The 
Case for Life Insurance” in the form of 
an argument before a jury, the members 
of the club constituting the “jury.” 


“Analyzing Life Situations for Insur- 
ance Needs,” by G. M. velace, tells 
how to employ methods which will in- 
terest each individual type of prospect. 
Price, $2.25. Order from the National 
Underwriter. 
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Having Definite Business Philosophy 


THAT was an interesting talk that Ex- 
ecutive Vice-president WILLIAM Qualp 
of the SourHerN Fire of New York, 
which is allied with the great Home Fire 
of that city, made before the Georcia As- 
SOCIATION OF INSURANCE AGENTS when he 
said that because of the conditions 
through which we are passing we are 
on the verge of a change in our na- 
tional business philosophy. 

He thinks that the American business 
man for the last 15 years has not had 
any definite philosophy. Yet in order 
to make permanent progress there must 
be some concrete vision in sight. He 
said there are institutions that know 
pretty thoroughly what they want, how 
they are going to make the accomplish- 
ments and what they are going to do 
with the thing that they want when 
they get it. During the last 15 years 
men have been striving to build colos- 
sal institutions. The obvious purpose 
seemed to have been money. He does 
not think that that is entirely right and 
cites the great mutual life companies 
as examples of institutions guided by 
men who have a definite philosophy in 
mind. 


There are no stockholders and so the 
dominating, motivating force of the men 
in these institutions is not to make 
money for stockholders. The manage- 
ment is not actuated by the necessity of 
producing profits for stockholders. The 
ranking officers of these great mutual 
life companies, he said, do not have sal- 
ary increases very often. The person 
who really profits by added activity is 
the producing agent working on a com- 
mission. Without the necessity of 
profit for stockholders or much expect- 
ancy of personal gain, Mr. Quaip asked 
why it is that the management of these 
companies have conventions, sales con- 
gresses and officials in the field press- 
ing their agents to keep on developing 
additional business. 

The answer to this, he says, is that 
life insurance is one of the very few 
businesses in the country that has had 
a definite philosophy. That definite 
philosophy, he contends, is based very 
largely on the benefits that life insur- 
ance brings to the community. The 
god of size has been worshiped in other 
businesses without any definite phil- 
osophy carrying leaders along. 


No Reason for Camouflage 


C. V. SHepuerp of Cedar Rapids, Ia., 
general manager of the NATIONAL Lire of 
Vermont, makes the point that when 
companies reduce policyholders’ divi- 
dends there should be no subterfuge or 
camouflage in the action. Mr. SnHep- 
HERD has noticed a few instances in an- 
announcements of reductions sent out 
where the companies have not been 
frank and honest in their public notices 
and in letters sent out to their policy- 
holders. 


There is much in what Mr. SHEPHERD 
Mutual companies should reduce 
they 


says. 


their dividends where are not 


earned. They should reduce their divi- 
dends if they feel there is any danger 
of surplus getting below the safety 
point. There is no reflection whatever 
on a company that finds it desirable and 
necessary to reduce dividends. Life in- 
surance has had the corfidence of the 
public. So far as those activities that 
are within the direct control of the com- 
panies themselves they should do every- 
thing possible to continue this confi- 
dence. There is much in a frank, open, 
sincere and honest statement when a 
company has to do something that is 
disagreeable. 











PERSONAL SIDE OF BUSINESS 





A. M. Moore, president of Midstate 
Life, Marshall, Mo., and W. B. Moore, 
secretary of the company, were injured 
in an automobile collision near Buf- 
falo, Mo. President Moore sustained a 
fracture of the right leg while W. B. 
Moore suffered severe cuts and bruises. 


Dr. George H. Kopperl of Jackson- 
ville, Ill., manager of the west central 
Illinois agency of the Illinois Life, died 
last week from heart trouble. A con- 
tributing cause was an internal injury to 
his chest, resulting from accidentally 
falling on the stairs of his office, 7 
11. He located in Jacksonville, IIL, 
years ago as a dentist. He — 
tinued in his profession until January, 
1914, when he entered the service of the 
Illinois Life. 

Lieut. Gov. A. B. Chandler, co-re- 
receiver for the Inter-Southern Life, 
acting governor of Kentucky while 
Governor Laffoon was attending the 
Democratic convention in Chicago, made 
several additions to the list of Kentucky 
colonels, including C. D. Livingston, 
president of the National Convention of 
Insurance Commissioners; C. R. Bar- 
ger, former noted big league baseball 
pitcher, now operating a local agency 
at Columbia, Ky.; X. R. Royster, Hen- 
derson, Ky., agent, and Burton Van 
Dyke, actuary of the Inter-Southern. 

William Marshall Bullitt, well known 
Louisville insurance attorney, was given 
the title “General of Oxmoor.” 


W. J. Keating, general agent for the 
Equitable Life of New York since 1901, 
died in Minneapolis Saturday. He was 
with the company at Sioux Falls, S. D., 
until 1907, when he moved to Minne- 
apolis. Mr. Keating was born in Janes- 
ville, Wis., Nov. 27, 1863. 


Charles A. Smith, Sioux City, Ia., 
general agent Central Life of Iowa, died 
at his home last week following a lin- 
gering illness. He was 55 years of age. 


Otis W. Gilman, agency assistant in 
the Richmond, Va., office of the Sun 
Life of Canada, rounded out 30 years 
of continuous service with that company 
July 5. Throughout that long period 
he has been with the Richmond office. 
He started as an office boy at the age 
of 15 under Neil D. Sills, who went to 
Richmond in 1902 from Kalamazoo, 
Mich., as manager and has continued in 
that capacity ever since. 


Elbert Storer of + Indianapolis, presi- 
dent of the National Association of Life 
Underwriters, has returned from the 
Mayo clinic in Rochester, Minn., and is 
back at his desk. Because of his ill 
health it was necessary to cancel all 
engagements connected with the Na- 
tional association in April, May, une 
and July. The physicians have advised 
more rest. 


Agents of the Central States Life of 
St. Louis, as has been their custom for 
many years, have set aside July to pay 
honor to President James A. McVoy, 
whose birthday is July 21. 

Mr. McVoy resigned as actuary of 
the Missouri department 21 years ago 
to become assistant secretary of the 
Central States Life, which was then a 
very small company. He became secre- 
tary in 1911 and in 1914 was advanced 
to vice-president and general manager. 
He was elected president in February, 
1925. 


James J. Cronin, agent of Chicago 
No. 2 of the Prudential, received a dia- 
mond locket and certificate of entrance 
into Class D, testifying to 20 years’ 
service with the company. 


Miss Henrietta re Owen, daughter of 
Ernest W. Owen, Detroit manager of 
the Sun Life of Canada and grand- 





daughter of T. B. Macaulay, president 
of the Sun Life, died last Thursday in 
Geneva, Switzerland, at the age of 21. 
The news reached Mr. Owen on the 
S. S. Columbia while he was on his way 
to Europe to visit his daughter. 


Angus Allmond, superintendent of 
agencies of the western department of 
the Reliance Life, is making a tour of 
the western division, visiting Houston, 
Dallas, Oklahoma City, Kansas City, 
Omaha, Minneapolis, Seattle, Portland 
and San Francisco. 


Inasmuch as everything has to be 
wrapped in cellophane these days, Frank 
Horner, Madison, Wis., Northwestern 
Mutual Life agent, used it to wrap some 
unusually attractive advertising blotters 
printed in pastel shades. The vast num- 
ber of compliments received were 
climaxed by a woman coming into his 
office and asking if she could have an- 
other blotter. 

Mr. Horner, very pleased at such en- 
thusiasm and with visions of having 
made at least one person “insurance- 


conscious” with his effort at advertis- 
ing, gladly presented her with the 
blotter. 

“O thank you so much!” she purred 


as she tucked it carefully into her purse. 
“You see I have a new blue dress which 
is exactly the same shade as that blue 
on the blotter—and I want to match it 
with some accessories—and I came up 
town without a piece of the dress, so 
thought I’d just run up and get an- 
other!” 

Omer D. Morey formerly with the 
Ohio State Life at Cleveland, later with 
the Gem City Life at Dayton, O., and 
still later the Farmers’ National of Chi- 
cago and Grange Life of Michigan as 
Ohio supervisor, died at the Newark, 
New Jersey, city hospital July 1 at the 
age of 62, after a brief illness. 


Dr. C. A. Vandervoort, medical direc- 
tor of the Fidelity Mutual Life, died 
on July 3 at the Bryn Mawr Hospital, 
Philadelphia. He was 65 years of age. 
While his last illness was of compara- 
tively short duration, Dr. Vandervoort 
had been in failing health for a long 
while, and had been unable to attend to 
his office duties since the beginning of 
last year. 

On July 1, 1915, he became associated 
with the head office medical department. 
On April 15, 1920, he became assistant 
medical director, and in January, 1931, 
medical director. 

Dr. Vandervoort acquired quite a 
reputation in choral work and gave 
Katherine Meisle, who later achieved 
national reputation with the Chicago 
Civic Opera Company, her first tryouts. 

A testimonial dinner was tendered last 
week to H. W. Maull, general agent in 
Newark for the Equitable Life of New 
York, in honor of his 40th anniversary 
with the company. Mr. Maull joined 
the Equitable shortly after graduation 
from high school in 1892. In 1907 he 
was made traveling auditor and four 
years later he formed a partnership with 
Nathaniel King and John C. Fisele, 
taking over the general agency of the 
company in Newark. The partnership 
was continued until Mr. Eisele’s death. 
Home office speakers at the dinner in- 
cluded A. G. Borden, vice-president, and 
W. G. Fitting. D. H. Boyd, manager 
at Paterson, N. J., was toastmaster. 

Jens Smith, junior vice-president of 
the Pacific Mutual and former Chicago 
branch manager, is in Chicago on his 
vacation. 


President Henry } Moir of the United 
States Life has gone abroad on a six 
weeks’ vacation. He will attend the at- 
nual meeting of the International So 
any of Actuaries to be held in Brus- 
sels. 
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— The company is headed by C. L. Brown, 
utility magnate. He is president of the | 
NEws OF THE COMPANIES United Telephone & Electric Company, | 
which has its headquarters for both In- 
diana and Ohio in Warsaw. 
esident Survey of Company Results souri State, Reliable Life & Accident, 
~ = St. Louis Mutual and State National. W. F. Smith Advanced 
of 21. - : ——— 
on the Excellent Showing Made by St. Louis : The Continental Life of Toronto has 
is way Companies in Depression lowa United Workmen Taken appointed Walter F. Smith, who has 
Period Is Shown Over by North Dakota Lodge been with the company’s field organiza- 
~—_ tion for over 11 years, recently as man- 
- o an ‘ a tt ager of the Toronto branch, as general 
ent of a Rng pons geek Se Sezenes Sen _The Iowa lodge of the Ancient Order | superintendent of the field organization. 
bing sonia ro danaciel Genter + oe of United Workmen has been taken over 
City. ingly illustrated by a review of 1931 op-| _» : S . 4 — ckwe gency Supervisor 
4 City - 7 Py grand lodge of North Dakota Blackwell A S 
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ortianc gr i adie: tom Des Moines to Fargo. The Iowa lodge Dr. R. N. Blackwell, for many years 
hie & ee ow, F ° en has surrendered its charter and dis-| business manager of athletics at South- 
= : we : ; b. —_ f aon’ ts poet solved as a corporation. It had 12,000] ern Methodist University, has been ap- 
Frank aan ‘manta oe “the geestat low policyholders located in Nebraska, Iowa, 
restern market, They had combined income —_r rs, Ww po Michigan 
, some $57,565,786 and disbursements $48,658,- and Missouri, with $15,000,000 insurance 
Latters tg on cocina $8 907.259. oes 1 in force. Depreciation in the value of 
$s vel, 2 ss * ” . fe. ~ > > r 2 
; num- It has been stated that cash reserves _— y= ig EI apd dh = 
‘were set up to protect the more than $109,-| under the contract by which it is taken . . 
- ban 000, = ver: vel the Am in force in ople over deficiency liens have been put on Take on North American Life 
country saved the, American cole {ai fowa polis withthe provision tha — 
at the end of five years a reva uation of . : 
ch en- history, by prov iding cash rar ob- assets will be made and a readjustment D. F. Moore & Co. Given Chicago and 
rance- loaned per HJ $53,956 on As of of the amount of the liens will be made. Cook County General Agency 
a ~wenege 5 7 eee Son OF After the supreme lodge permitted for That ee 
‘* “ an they had + — oe a state grand lodges to be independent ae 
| 7 ys usurance an force and in «v2) 38-1 bodies the latter have taken in consider- ; . Chic: 
, sued -~- — Admitted as“! able territory outside their boundaries. D. F. Moore & Co., of ¢ ~ gg Oe 
urre: “ of St. Lous companies ccs + The Iowa supreme lodge raided the general agency recently formed, a 
hich well i 000,000 and they hold | policyholder list of the Nebraska su-| been appointed Chicago and —— 
> ie a millions of non-admitted assets. | preme lodge in 1918 after the latter had | county general agent of the oh 
h it n their capital and surplus accounts | created dissatisfaction in its ranks by in- | American Life of that city. Mr. Moore 
itch it they had $13,596,000 at the close of the creasing rates. The North Dakota lodge | for the last year and a half has been 
ne up year. x ; pte te operated in the two Dakotas, Montana, | manager of the life department of Hodg- 
ss, so Included in _their $57,565,786 total | Idaho, Wyoming, Nebraska, California, | kinson & Durfee, where he established 
t an- income was $37,374,066 premiums. In} Oregon, Connecticut, New York and | @ fine record. He is a veteran life man, 
1931 they paid policyholders $32,427,- | New Jersey. having been 16 years with the —— 
764. . e Life of New York in Chicago when 
h the Life companies in St. Louis include : H : Ds + ag Day — ey Then for 
r with the American Life & Accident, Amer United Life Enters Indiana - > and a half h mnmnned the life 
+ ~ c - » # _ a yea and a da e anage 4 ! > 
» and ican National, Central States, Common- The United Life of Salina, Kan.,| department of the R. H. Beard & Co. 
f Chi- wealth Life & Accident, Continental,| which recently entered Indiana, has | general agency in Chicago. He started 
an as American Home, Missouri Insurance| opened state headquarters at Warsaw, | off strong with the North American, 
“> Co., Missouri National, Crescent, Mis-! Ind., with J. M. Shanahan in charge. | submitting $100,000 the first two days. 
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latio ° ° ° 
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fear SHIELDS on accident and health premium income. Industrial and 
Ww ° ° ° ° 
isele, Ordinary and monthly accident and health insurance is 
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leath. 
‘r in- i 
oo Trade Mark Reg. U. S. Pat. Off. It pays to be a Shield Man. 
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pointed agency supervisor of the United 
Fidelity Life of Dallas. 





Northern Life Appointment 


The Northern Life of Canada has ap- 
pointed Stanley. Cottle superintendent of 
agencies, in addition to his 
present post of provincial manager for 
Manitoba. 


Old Surety Life Licensed 


The Old Surety Alva, Okla., 
has been licensed in Oklahoma. M. C 
Wyckoff, formerly of Enid, is president; 
Henry H. Dunning, vice-president, and 
William G, Lamont, secretary-treasurer. 


Life of 


of $8 


direc- 


The regular semi-annual dividend 
a share has been declared by the 


tors of the Kansas City Life. 








LIFE AGENCY CHANGES 








is associated with the 


arrangement 


Carlisle Durfee 


office under a brokerage 


V. T. Motschenbacker, J. V. LeLaurin 

7. Ee 
Little Rock for the 
since October, 1930, 
manager at New Orleans, effective when 
J. V. LeLaurin, his successor, returns 
from his vacation in Montreal. Mr. Le- 
Laurin was born and reared in Arkansas, 
He has been in the life insurance busi- 
ness four years, most of that time with 
the Sun Life. 


Motschenbacker, 
Sun Life 
has been 


manager at 
of Canada 
appointed 


John R. Castine, P. F. Nease 


The Gulf Life has appointed John R. 
Castine of Jacksonville, Fla., as home 
office general agent for the Jacksonville 
territory. He has been prominently 
identified with life insurance in Jackson- 
ville for five years and last year was 
president of the state association of life 
underwriters. Paul F. Nease is ap- 
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Know Your Line 





Educational confer- 
ences and conventions 
present practical, sales- 
building’ knowledge to 
COM MONWEALTH 












Life underwriters. 
They give a better 






grasp of the various 
forms of life insur- 
ance, opportunities 
for selling them, 
and the necessary 
technique. They 
deal with spe- 
cific problems 
connected with 
the job of sell- 
ing life in- 
surance. 














These meet- 
ings are de- 
signed to 
give just the 
right propor- 
tions of inspira- 
tion and driving 
force coupled 
with a_ better 
knowledge of how 
to go about it.” 
COMMON  - 
WEALTH Life 
men, realizing the 
tremendous value of 
such conferences, are 
seriously enthusiastic 
about them. This, 
however, is only one of 
















the many important 
phases of co-operation 
given by the COM- 


MONWEALTH Life 
to its representatives. 








COMMONWEALTH 


LIFE INSURANCE (0. 
LOUISVILLE. KY. 








pointed special agent in Jacksonville. 
He has an outstanding record in agency 
work as well as personal production. 





E. D. Turner, Jr. 


E. D. Turner, Jr., who has been state 
manager at Richmond, Va., for the 
Philadelphia Life for several years, has 
resigned to become manager there for 
the Continental American of Wilming- 
ton, Del. 





T. L. Bond 
The Atlantic Life has appointed T. L. 
Bond general agent at Birmingham, 


Ala., succeeding C. C. Adams, resigned. 
Mr. Bond was formerly with the John 
Hancock Mutual. 


C. G. Harre 


C. G. Harre, who began life insurance 
work 12 years ago with the Metropolitan 
Life, has been appointed south Texas 
manager for the Independent Life of 
Nashville, with offices in the Travis 
building, San Antonio. 








Paul Sawrie 


Paul Sawrie, for more than 21 years 
in insurance work in Memphis, has been 
named general agent for the Aetna Life 
for west Tennessee and a major portion 
of Mississippi. His headquarters will 
remain in Memphis. 





Detroit Life Appointments 


A third general agency for the De- 
troit Life in metropolitan Detroit is 
that of Livernois, Rothballer & Speier, 
consisting of J. S. Livernois, H. J. 
Rothballer and H. C. Speier, all of 
whom have been officials of a large De- 
troit building concern. H. A. Pflescher 





and Angus Owre have been appointed 
unit managers in this agency. 

Two new general agents in Ohio are 
J. R. Kilcoyne, Dayton, and O. A. 
Woods, Sidney. Both have had con- 
siderable experience in life insurance. 





J. P. Wolf 


J. P. Wolf, Elkhart Lake, Wis., gen- 
eral agent for the Old Line Life of 
America, Milwaukee, has been promoted 
to supervisory general agent and will 
have charge of the appointment of 
agents in his territory. 





Life Agency Notes 











Meyer Eiseman, New Orleans, has been 
appointed district agent for the Lin- 
coln National Life. 

Ralph Jaenick has been 
perintendent of the Prudential at Joplin, 
Mo. He was formerly an agent at Clin- 
ton Ia., and then was made assistant at 
Rockford, Ill., in 1925. 

A. A. Greenspon has been appointed 
district agent for the Provident Mutual 
Life at Charleston, W. Va., under Spiller 
Hicks, new general agent at Richmond, 
Va. Mr. Greenspon goes to Charleston 
from Huntington. 

H. H. Harris has been named district 
manager for the Sun Life at Lans- 
ing, Mich., with office in the Capital 
Bank tower. He will cover Ingham, 
£aton, Clinton, Barry and Calhoun 
counties. 

H. T. MacDonald, formerly manager 
for the Security Mutual Life, has opened 
an ordinary office for the Prudential at 
Springfield, Mass. He is a graduate of 
the Wharton School of Finance, Univer- 
sity of Pennsylvania. He will have west- 
ern Massachusetts as his territory. 


appointed su- 








IN THE SOUTH AND SOUTHWEST 





High Pressure Means Used 


E. L. McClure, Texas Manager of the 
Rockford Life, Comments on Con- 
ditions in the State 








E. L. McClure, Texas manager of the 
Rockford Life, in a recent talk said there 
are 200 or more life companies, exclu- 
sive of assessment institutions and fra- 
ternals, operating in Texas. Every com- 
pany these days is anxious to get busi- 
ness and make a showing. The result 
is that competition is speeded up. Com- 
panies are making bids for agents and 
taking much for granted regarding their 
production records. 

Mr. McClure said that when an agent 
is appointed the first thing he tries to 
do is to rewrite his old policyholders or 
as many as possible in his new com- 
pany. To do this he must have an ex- 
cuse and therefore he may reflect to 
some extent on his former company. 
This process is going on all over the 
state, Mr. McClure explained, agents 
going from one company to another and 
endeavoring to take their policyholders 
with them. Mr. McClure said: 

“High first year commissions are the 
greatest of all evils confronting the life 
insurance business today. The statutes 
in Texas are filled with insurance laws 
that are apparently unenforceable and 
it seems unwise to add more to those 
we have, in an attempt to gain an end 
that the companies themselves would 
not support. The evils of high first 
year commissions can be corrected only 
by the companies themselves. I would 
say that it is high time these companies 
came to their senses.” 

Mutual Life’s Georgia Meeting 

A convention of agents of the Mutual 
Life of New York from the 96 counties 
in northern Georgia managed by Gen- 
eral Agent Charles J. Currie was held 
in Atlanta. The meeting was well at- 
tended and all phases of life insurance 
work were discussed. 





Robertson Law Entrenched 


Efforts Made to Repeal the Famous 
Texas Statute Have Not Been 
Effective 








DALLAS, TEX., July 7—Whenever 
a Texas legislature convenes, there is 
always an effort made to repeal the Rob- 
ertson law down here, which requires 
that 75 percent of the reserves on Texas 
life insurance be invested in Texas se- 
curities. For instance, there is “The As- 
sociation for the Modification of the 
Robertson Insurance Law.” It is a 
regularly incorporated body, seeking to 
repeal or amend the act giving outside 
companies opportunity to do business 
on the same basis as they do in other 
states. The articles of incorporation 
embody the. following motives: Open 
the doors to outside capital; develop 
Texas’ vast resources; furnish adequate 
mortgage money; lower the rate of in- 
terest on mortgages; stabilize real es- 
tate investments; equitable treatment of 
foreign investments; put Texas munici- 
pals on a par with neighboring munici- 
pals. The organization claims that the 
biggest life companies have been driven 
out of the state and kept out. The 
point is made that this law takes from 
the companies their prerogative in se- 
lecting investments and makes the state 
autocratic in telling an outside life com- 
pany how it must spend its money. 


Want No Investment Restrictions 


Since the Robertson law was enacted, 
35 other states have attempted to pass 
a similar law but none has ever gotten 
through. This organization makes the 
point that if all states had a similar 
law a large amount of money would be 
withdrawn from the south and west. 
The organization declares that if the 
companies are left alone they will in- 
vest in securities that they consider safe 
and that only those states are discrimi- 
nated against where their investments 
are not deemed safe. Officers of this 





























billion 
in payments 


That’s the amount life 
insurance companies paid 
the American public last 
year. 

e 


Details of this tremendous 
amount of “Life Insurance 
in Action” comes to you 
the latter part of this 
month in the Life Pay- 
ments Localized number of 
The National Underwriter. 


keep up your production you need 

this big number to show your pros- 

pects how life insurance functioned one 

hundred per cent during one of the 

greatest economic depressions of his- 

tory, and while other businesses fell 
short. 


Prospects will show more personal and 
human interest in the Life Payments 
Localized issue than in any other sell- 
ing aid you have. The number shows 
the individual claims for 1931, listed by 
states and cities. It shows the total for 
every town and city in the United 
States. Who in your city isn’t inter- 
ested in the claims paid there? The Life 
Payments Localized number makes an 
impressive soliciting aid and shows those 
who are hard to convince the great 
value of life insurance and what it ac- 
tually does. When you thumb through 
the pages of this great number, pointing 
out the high spots to your prospect, you 
are showing him the best evidence in 
the world that life insurance pays and 
pays well. 
SUBSCRIBERS 


will receive free a copy of the Life Pay- 
ments Localized number with their sub- 
scription but each life insurance office 
will wish an extra copy for every agent 
connected with it, so that he may make 
it a part of his sales kit. Send in your 
order now. 


Prices for Extra Copies 

1- 49 copies—75c each 
50- 99 copies—5S0c each 
100-199 copies—4Sc each 


eee ee a ee 


The National Underwriter 
A-1946 Insurance Exchange 
Chicago, Ill. 


Enclosed find my check for $—— for which please 
send me —— copies of your 1932 Life Payments 
Localized Number. 
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association say that these companies 
that withdrew from the state are loan- 
ing their money at 6% percent while 
Texas people are charged 8 and 9 per- 
cent by companies that are left. 

During the last 20 years bills seeking 
to repeal the Robertson law have been 
defeated, although the one presented in 
1931 had the best chance of passing. 

Supporters of the Robertson law do 
not seem to be alarmed over the most 
recent attempt to repeal it. They de- 
clare it is just a perpetuation of the 
movement that bobs up every two years. 
They take the position that it was a 
constructive piece of legislation. They 
point to the fact that not so many years 
ago the fight became so intense that 
the question was submitted to a vote. 
The people overwhelmingly cast their 
ballots in favor of the law. They charge 
that advocates of the change have made 
no great progress in changing senti- 
ment. 


Industrial Agents Appeal Case 


ATLANTA, July 7.—A case brought 
by 1,400 industrial agents in Georgia, 
in which doubt is thrown on the con- 
stitutionality of the state occupational 
tax on insurance agents, has been ap- 
pealed to the United States Supreme 
Court for the second time. The Su- 
preme Court previously held a jury had 
not passed on the question, the decision 
of the trial court was not final and that 
the court would not take jurisdiction 
until and unless final judgment had been 
rendered. 

The case was then tried on its merits 
and appealed to the Georgia supreme 
court, which held that Comptroller- 
General Harrison, under the law, could 
collect the tax and that it was constitu- 
tional. The decision of the United 
States court will be final. 


Louisiana Bills Withdrawn 


A number of bills aimed at industrial 
companies have been withdrawn from 
the Louisiana legislature. Among them 
are the bills prohibiting companies from 
charging lapses to the agents after pre- 
miums have been paid for five years or 











more and requiring industrial life com- 
panies to give 30 days’ notice to policy- 
holders before cancellation of policies. 
The bill to impose a penalty of 25 per- 
cent for failure to pay claims within 
45 days, which was recommitted, is still 
resting in committee. 


Agents Earn Fishing Trip 


Fifty members of the W. L. Brooks 
agency of the Jefferson Standard Life 
at Charlotte, N. C., qualified for the 
agency annual week-end fishing trip. 
Unit Managers F. H. Bell, H. L. Evans, 
B. R. Langley, B. S. Berger and H. B. 
Elliott also made the trip, together with 
A. R. Perkins, agency manager, and 
Karl Ljung, conservation department 
manager, from the home office. 








Republic Life Meeting 


In honor of Otis J. Backenstoe, who 
recently became executive vice-president 
of the Republic Life of Oklahoma City, 
the company held a state agency meet- 
ing Saturday, with the guest of honor 
as princinal speaker. Forty representa- 
tives from different cities were present. 
President B. F. Biggers presided. 


Regulate Burial Associations 


The Mississippi legislature has passed 
a bill, which the governor has signed, to 
regulate burial associations. The bill re- 
quires that any burial association which 
writes a contract for over $150 must do 
so on a special contract prepared by the 
insurance commissioner. The commis- 
sioner is given authority to investigate 
the associations and regulate them to 
some extent. 





Assessment By-Law Invalid 


The Texas court of civil appeals has 
held that a provision in the policies and 
by-laws of a mutual assessment com- 
pany that action for loss shall be 
brought only in the county of its domi- 
cile is contrary to public policy and can- 
not be maintained. The case was Mu- 
tual Life & Loan Association of Amer- 
ica vs. Kidmore, et al. 








ACCIDENT AND HEALTH FIELD 





“Proximate Cause” Rule Held 





Pennsylvania Supreme Court Construes 
Septic Poisoning in Claim Under 
Accident Policy 





The Pennsylvania supreme court in 
Dale, executor, vs. Standard Accident, 
construes an accident policy which pro- 
vided that the company would be liable 
lor septic poisoning only if the policy- 
holder “shall accidentally wound him- 
self while engaged in his regular occu- 
pation, and by reason of such wounding 
and simultaneous therewith, shall be in- 
oculated with septic poison.” The court 
holds that the “proximate cause” rule is 
applicable. 


Breaks Leg in Accident 


The assured broke his leg in an auto- 
mobile accident, Sept. 22, 1929. While 
he was recovering he was struck by a 
heavy door, Jan. 16 following, resulting 
in a fracture of the malar bone. He died 
March 20 from septic pneumonia. The 
Standard Accident claimed that the pol- 
icyholder was not inoculated with sep- 
tic poisoning while engaged in his regu- 
lar occupation and contended that death 
occasioned by septic poisoning in any 
other manner than provided in the pol- 
ity was not a risk insured against. The 
Court held that the proximate cause of 
death was the accidental injury received 
Jan. 16 and affirmed judgment for the 
beneficiary because “there was no break 
in the continuity of the consequences of 
the injury and no intervening cause in 
the resulting disability.’ 





“Total Disability” Construed 


Mississippi Supreme Court Holds As- 
sured Doesn’t Need to Be Wholly 
Incapacitated to Collect 








In the case of C. H. Mathis vs. Mu- 
tual Benefit Health & Accident, the 
Mississippi supreme court decides what 
is total disability. A man was the man- 
ager of a laundry and was stricken 
with acute diabetes. His physician or- 
dered him to stay off his feet and take 
a rest. However, he continued to go 
to the laundry although he turned the 
active management over to another. 
He merely attended to a few duties that 
did not require that he be on his feet. 
Testimony showed that he was not 
physically able to perform any substan- 
tial part of the duties of managing. 

The court held that it is a settled 
doctrine in Mississippi that in order for 
one to be totally disabled within the 
meaning of an accident or health policy 
it is not necessary that he be wholly 
incapacitated to perform any duty inci- 
dent to his usual employment or busi- 
ness. If the assured is prevented by 
his injury or illness from doing the sub- 
stantial acts required of him, or if his 
physical condition is such that in order 
to effect a cure or prolongation of life, 
common care and prudence require that 
he cease all work, he is totally disabled 
within the meaning of such a policy. 





The Central Health of Lincoln, Neb., 
has been licensed in Colorado. Its run- 
ning mate, the Woodmen Accident, was 
a few months ago. 


admitted to Colorado 








INSURANCE 
POLICY 
ENVELOPES 


—made only from DuPont No. 450 Plain 
Transparent Cellophane, offer many ad- 
vantages which ordinary covers do not 
provide. 


Adopted by many companies to save 
the time formerly required in copying 
names, dates, numbers and other infor- 
mation from the face of the policy to 
the old style jacket. Used to file appli- 
cation records. Provides protection from 
dust and handling. Insures a quick ref- 
erence. Eliminates chance of error. A 
most impressive means of presenting 
policies to clients. Supplied to and used 
by branch agencies everywhere. 





SEND FOR SAMPLE 
AND PRICE LIST— 
Now! 


Sizes range from 3 to 4!/2 inches wide 

and from 5!/p to 9'/2 inches long, in- 

clusive, graduating in quarter inches. 
May be had with or without thumb notch. 


HUMITUBE MANUFACTURING CO. 


(Converters of DuPont Cellophane) 
Dept. IE 


PEORIA, ILLINOIS 











Not Dismissed 


The life underwriter is not making the money 
that he made two years ago, but he still has his 
‘**nosition.’’ He is not dismissed! So by contrast 
with salary and wage earners his situation is 
favorable indeed. He is not reduced to a five-day 
week or a three-day week, and the rate of his 
compensation is not cut. His brains, personality, 
character, have unbroken employment. Difficult 
though an Agent’s present circumstances may be, 
he is not oppressed day and night by the fear that 
he may lose his livelihood. 


Continuity of employment is a vital factor in 
choosing a profession or business, worthy of 
pointed emphasis when men and women from 
other occupations come to us, in these times, to 
confer about entering the life insurance profession. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square PHILADELPHIA 
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Managers Wanted for 


DAYTON 
FORT WAYNE 
CINCINNATI 


SOME OTHER TERRITORY AVAILABLE 


An Unusual Contract for an Unusual Organizer 


COMPANY HAS 


REDUCED PREMIUM RATES 

NEW POLICY EQUIPMENT 
CONTINUED DISABILITY BENEFITS 
ACCIDENT and HEALTH EQUIPMENT 


All a Part of a New Aggressive Development 
Program 


If Interested and Qualified for a Real Manager’s 
Contract with Real Opportunity 


WRITE 
THE 
Ohio State Life Insurance Company 


COLUMBUS, OHIO 
F, L. BARNES 


U. S$. BRANDT, 
Agency Vice-President 


President 








EW YORK'S BIGGEST VALUE 


@ FINE ROOM44 BATH e 


sQse / SBR 


A modern, new hotel located in heart 
of New York, 100 feet West of Broadway yet 
quiet and cool. .Each room has bath, circulating 
ice water, electric fan, Beauty-rest mattresses, 
exceptional furnishings and atmosphere. 


otel Piccadill 


227 WEST 45% ST. NEWYORK ff 



































Again: the White Spot 


ot the Pacitic Coast 
HOTEL 


ALEXANDRIA 


700 ROOMS . NEW LOW RATES 
with WITHOUT 
E920 sf 
‘CORNER FIFTH & SPRING STS. 


LOS ANGELES 
































NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. Supplementing 


the “Unique Manual- 


Digest” and *‘Little Gem,”” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Pacific Mutual Dividends 





Overall Reduction of Approximately 
4.8 Percent Is Made; Greater at 
Older Ages 





A lower dividend scale showing an 
over-all average reduction of 4.8 percent 
was made effective July 1 by the Pacific 
Mutual. Average reductions of about 
3.6 percent were made at younger ages 
and 6.6 percent at older ages. The scale 
does not affect dividends paid on the re- 
tirement annuity or the old style family 
income policy, although the new family 
income reverting to ordinary life at end 
of dependency period takes the new re- 
duced dividend scale for ordinary life. 
The new dividends at quinquennial ages 
shown at end of the first, fifth, tenth 
and 20th year are, per $1,000: 

Dividends Per $1,000 


Paid 
Age Yr. O.L. 20P. 20E. E.65 at 60 
-. 1 $ 3.16 $ 3.43 $ 5.14 $ 3.24 $ 3.19 
5 3.96 4.58 7.28 4.1 4.04 
0 4.95 6.06 10.26 5.21 5.07 
20 6.74 9.22 17.57 7.28 6.96 
15 1 3.32 3.62 5.26 3.42 3.41 
5 4.18 4.82 7.40 4.37 4.30 
10 5.23 6.38 10.38 5.56 5.42 
20 7.17 9.74 17.69 7.87 7.52 
30... 3 3.56 3.87 5.41 3.69 3.62 
5 4.47 5.13 7.55 4.72 4.59 
10 5.60 6.78 10.53 6.03 5.81 
20 7.72 10.38 17.84 8.65 8.17 
25 1 3.85 4.16 5.60 4.02 3.94 
5 4.83 5.50 7.74 5.15 5.01 
10 6.05 7.25 10.72 6.61 6.36 
20 8.40 11.14 18.02 9.65 9.09 
ae 4.23 4.54 5.93 4.49 4.36 
5 5.29 5.97 8.07 5.76 5.56 
10 6.63 7.85 11.05 7.44 7.09 
20 9.26 12.06 18.35 11.01 10.28 
35... 1 4.76 5.04 6.34 5.28 4.97 
5 5.93 6.57 8.49 6.75 6.35 
10 7.41 8.61 11.46 8.71 8.16 
20 10.34 13.15 18.75 13.02 12.00 
40 1 5.42 5.77 6.92 6.18 5.77 
5 6.72 7.42 9.07 7.94 7.42 
10 8.38 9.62 12.04 10.30 9.62 
0 11.60 14.50 19.31 15.68 14.50 
45 1 6.40 6.68 7.71 7.71 6.89 
5 7.85 8.46 9.89 9.89 9.01 
10 9.71 10.82 12.86 12.86 11.87 
20 3.21 16.03 20.08 20.08 9.56 
ese oO 7.76 7.97 8.93 9.85 8.83 
5 9.41 9.91 11.14 12.73 11.86 
10 11.47 12.43 14.10 16.77 16.14 
20 15.24 17.91 21.25 esoce Be 
55 1 9.61 9.77 10.53 14.99 13.75 
5 11.47 11.85 12.79 19.31 19.66 
10 13.73 14.51 15.73 25.73 9.56 
20 17.70 20.21 22.77 ain 10.79 
60. 1 12.23 11.75 12.83 25.29 .... 
5 14.31 13.91 15.15 34.23 
10 16.78 16.63 18.08 wing 
20 20.94 22.43 24.94 
Sivas 2 15.97 15.96 16.21 
5 18.28 18.35 18.62 
10 20.92 21.14 21.50 
20 25.40 27.09 28.10 
State Mutual 
Changes in settlement options, guar- 
anteed values and premiums, cash sur- 
render and loan values and dividend 


provisions are put in effect July 1 by the 
State Mutual. Only the changes in set- 
tlement options are of any consequence. 
Minimum periodical payments under an 
option are raised from $10 to $20. The 
stipulation that options B and C are not 
available if beneficiary is a corporation, 
partnership or association is not included 
in the new form. A table of guaranteed 
values and premiums is now given on 
the basis of $1,000 insurance save for 
family income, under which minimum 
contract is $5,000. 

Surrender charge, which formerly was 
$10 per $1,000 in second year and de- 
creasing to $2.50 per $1,000 the fourth 
year, has been raised, the new provision 
calling for $16 per $1,000 the second year 
and decreasing annually $2. Thus the 
full reserve is not available until after 
payment of premiums for ten full years, 
instead of five years as previously. 

The new dividend provision is that the 
first dividend will be payable only upon 
payment of second year’s premium and 
dividends under options A, C and D 
(cash, dividend additions and accumu- 
lated options) will not be allowed until 
two full annual premiums have been 
paid. 





Business Men’s Has Changes 





Brings Out Several New Forms, Revises 





Old Ones in Modernization 
of Kit 
The Business Men’s Assurance of 


Kansas City has issued three new poli- 
cies, revised four and issued a revised 
manual. In addition to single premium 
whole life and single premium 20 year 
endowment contracts, the company now 
is issuing single premium 5, 10 and 15 
year endowment policies. A single pre- 
mium whole life policy at age 35 may 
be purchased for $390; a single pre- 
mium 5-year endowment, $887; 10-year 
endowment, $756; 15-year endowment, 
$651; and 20-year, $570. Being fully 
paid up, such policies immediately par- 
ticipate in excess interest earnings. 

The second new contract is renewable 
term. Ordinary term policies do not in- 
clude privilege of renewal. The Busi- 
ness Men’s Assurance now offers the 
right to renew term insurance up to age 
60 by making a 5 percent increase in its 
regular term rates, or, 5 percent of 
$9.37 per $1,000 at age 35 for 5-year 
term, and 5 per cent of $10.28 per $1,000 
at age 35 for 10-year term. 

A six months’ special policy, to cover 
the period of disability not normally cov- 
ered by disability under life contracts, 
provides payment for total disability 
from accident and for confining sickness 
limited to six months, but indemnity 
payable for non-confining sickness and 
partial disability extended to six months. 
Elective indemnities are not included. 

Besides the six months’ special there 
is the six months’ accident and health 
supplement, differing from the special in 
that the health insurance becomes effec- 
tive from date of policy instead of 15 
days from date of issue; has 31 rather 
than 14 days of grace. The 10 per cent 
accumulations which apply to accident 
and health policies do not apply to this 
form. The principal sum is not doubled 
for special accidents as provided under 
other forms. 

The company’s child policies have 
been revised to provide waiver of pre- 
mium until child becomes 21 years old, 
such waiver to be effective in event of 
total and permanent disability of orig- 
inal beneficiary. 

Policy forms for life income at age 
60 and 65, and retirement annuities at 
these ages have been revised and im- 
proved, providing cash value of $1,440 
per $10 per month of income at age 60, 
and $1,285 at age 65, for males. 


Prudential 


The Prudential, due to adverse selec- 
tion among persons insured for large 
amounts, with the consequent heavy 
mortality, has modified limits of accept- 
ance on standard ordinary forms. Ex- 
isting limits on 10- and 15-year term 
plans are unchanged. The new table of 
limitation is: 


Age Limit Age Limit Age Limit 
is $ 20,000 51..$290,000 59. .$210,000 
16 40.000 52.. 280,000 60.. 200,000 
17 60,000 53.. 270,000 61.. 180,000 
18 80.000 54.. 260,000 62.. 160,000 
19.. 100,000 55.. 250,000 63.. 140,000 
20.. 150,000 56.. 240,000 64 120,000 
21.. 200,000 57.. 230,000 65.. 110,00 
22-50 300,000 58.. 220,000 66.. 100,000 





Columbus Mutual Life 


As a special home office aid to agents, 
President D. E. Ball of the Columbus 
Mutual Life announces a monthly pre- 
mium depositing plan. The minimum 
monthly deposit is $5. If the monthly 
premium is less than $10 the full amount 
is to be remitted to the company by the 
agent. Commissions may be deducted 
if the monthly premium is $10 or more, 
but if lapse occurs the first year, the 
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LIFE INSURANCE 








agent must pay the excess, if any, of 
the medical and inspection fees and for 
the interim term charge to date of de- 
fault over the net premiums received by 





the company. The agent placing monthly 
premium insurance shares in the rewards 
of the company's “golden rule contract,” 
as do other agents. 








NEWS OF LIFE 


ASSOCIATIONS 





Horton Is Los Angeles Head 


Equitable Life Leader President of Life 
Underwriters—Past Presidents of 
Association Honored 


LOS ANGELES, July 7—Mead H. 
Horton, leading producer of the Los An- 
geles agency of the New York Life, was 
elected president of the Life Underwrit- 
ers Association of Los Angeles at the 
annual meeting. Mr. Horton has been 
with the New York Life for 20 years 
and was vice-president of its $400,000 
Club last year, having written more in- 
surance than any other agent for the 
company west of Chicago. 

W. B. Stannard, Connecticut General 
Life, was elected first vice-president; 
Fred Rowland, Northwestern ‘Mutual 
Life, second vice-president, and R. A. 
Hoghe, Aetna Life, treasurer. Directors 
elected are P. P. MacNab, Phoenix 
Mutual; H. G. Saul, John Hancock Mu- 
tual Life; J. R. Mage, Northwestern 
Mutual; Roy Denny, Missouri State 
Life; R. A. Brown, Pacific Mutual Life, 
retiring president of the association; 
Ralph Bridges, Travelers; Neil Hath- 
away, Mutual Life of New York, and 
G. B. Harper, Equitable Life of New 
York. 

The meeting honored the past presi- 
dents of the association, a large number 
of whom attended, including C. S. Mont- 
gomery, National Life of Vermont; F. 
E. McMullen, Massachusetts Mutual 
Life; A. P. Chipron, Equitable of New 
York; W. K. Murphy, Northwestern 
Mutual; C. L. Lewin, Pacific Mutual; 
George W. Ayars; C. H. Hamilton and 
A. M. Anderson, Pacific Mutual; C. E. 
Bent, Travelers; Kellogg Van Winkle, 
Equitable Life of New York; F. C. 
Hathaway, Mutual Life of New York, 
and Roy Denny, Missouri State Life. 
Each of these past presidents was intro- 
duced and Mr. Montgomery, who held 
this office about 25 years ago, told of 
the first meeting which led to the organi- 
zation of the Los Angeles association. 

The guest speaker was Paul Zerrahn 
of the California Trust Company, who 
discussed the new federal tax laws, in- 
cluding gift taxes, as they affect life in- 
surance. 

* * x 

Cincinnati—At the election of officers 
of the Cincinnati association, B. U. 
Wulfekoetter, Massachusetts Mutual, 
was elected president; J. Lauer, Penn 
Mutual, vice-president, and J. P. H. 
Brewster, Home Life, re-elected secre- 
tary-treasurer. Paul Burdette is reap- 
pointed executive secretary. Earl Sycks, 
national executive committeeman, will be 
unable to attend the San Francisco con-‘* 
vention, and Ray Hodges, Ohio National, 
has been appointed acting national ex- 
ecutive committeeman. 

* * * 

Shawnee, Okla.—A group of Oklahoma 
City life underwriters attended the or- 
£anization meeting of a local association 
at Shawnee, Saturday. With a mem- 
bership of about 20, the Shawnee asso- 
ciation elected W. D. Jordan, American 
National of Galveston, president, and E. 
Q Llewelyn, Prudential, secretary. A 
committee on membership and meetings 
Was appointed with A. L. Smith, Equita- 
ble of New York, chairman. 

George E. Lackey, former president of 
the National association, was principal 
Speaker and dwelt on the value of the 
association to its members. 

Other Oklahoma City people in attend- 
ance were President Jesse A. Todd of 
the Oklahoma association; J. A. Wood, 
retiring president; R. T. Sherrill, B. L. 

Owers, and Secretary Josephine B. 
Lincoln. 

* * * 
_ Spokane, Wash.—At the annual meet- 
‘ng of the Spokane association the fol- 
lowing officers were elected: President, 
H. F. Chapin, Aetna Life; vice-president, 
Arthur Gansen, Equitable Life of New 








York: secretary-treasurer, Bruce Mac- 


Eachran, New York Life; directors, Chas. 
Bell, Northwestern Mutual; W. R. Gib- 
lett, Metropolitan Life; L. V. Sizer, Ore- 
gon Mutual Life; Clair Crisp, Travelers; 
R. C. McCroskey, Northern Life; national 
committeeman, W. H. Talley, New York 
Life. The retiring president, W. H. 
Talley, New York Life, gave a resume 
of the accomplishments of the past year. 
He said 76 members in good standing 
have been secured, against 67 a year ago 
*x* * * 

Kokomo, Ind.—Wade Heavy, who had 
been in the city for several days con- 
ducting a school for the newer repre- 
sentatives of the Equitable Life of New 
York, was the principal speaker at the 
last meeting of the Kokomo association 

*x* * * 

Memphis, Tenn.—The major aim of 
Col. E. J. McCormack as president of the 
Memphis association this year will be to 
take the lead in organizing a Southern 
Sales Congress to discuss problems of 
insurance men, he announced this week. 
The organization meeting of the con- 
gress will be held in Memphis in Novem- 
ber. Under Colonel McCormack’s ad- 
ministration last year the association 
doubled its membership. 

Other officers named for this year are 
George Phillips, reelected vice-president; 
Wayne Dupree, second vice-president; 
Leroy E. Kerr, secretary, and Hugh B 
Jones, treasurer. Directors include H. G. 
Allen, Charles Cravens, T. C. Looney, Jr., 
and S. H. Turnbull. 

*x* * * 


Houston, Tex.—At the Houston asso- 
ciation’s annual meeting H. K. Cassidy 
was elected president; Roy Cox, vice- 
president, and Mrs. Edna Ratisseau, sec- 
retary-treasurer. Guy MacLaughlin's 
election by the board of directors as 
national executive committeeman for 
life was ratified and instructions given 
him as such committeeman to the Na- 
tional convention. Other delegates to 
the San Francisco convention were H. K 
Cassidy, Dewey Kemp, Abram Geller and 
Edwin Gross. 

Hendrix Davis, retiring president, re- 
ported a 30 percent gain in membership. 
e ¢ es 
San Francisco—An increase of more 
than 100 percent in membership is shown 
by the San Francisco association at the 
close of the National association's fiscal 
year, June 30, 1932, compared with June 
30, 1931, according to Ben F. Shapro, 
president. Last year the membership 
totaled 266, while the present figure is 

540. 


| MANAGERS’ 
ASSOCIATIONS | 


Los Angeles Managers Elect 


























J. P. Harker, Metropolitan Life, Named 
President of Group; Ralph McCord, 
National Life, Vice-President 





The Life Managers Club of Los An- 
geles at its meeting last week elected 
J. P. Harker, Metropolitan Life, presi- 
dent, and Ralph McCord, National Life 
of Vermont, vice-president. The chair- 
man of the day was Will O. Ferguson, 
general agent Penn Mutual Life, who} 
was also chairman of the nominating 
committee. 

President Harker is already at work 
on the plans for his administration pro- 
gram. Roy H. Sheldon, Equitable Life 
of Iowa, pinch hitting for Chairman 
Harold Leslie, told of the plans of the 
San Francisco club for the convention 
of the National Association of Life 
Underwriters in August. 

The club has enjoyed a successful year 
under the presidency of H. S. Standish, 
manager of the Sun Life, who was at- 
tending his company’s convention in 
Canada at the time of this meeting. The 

















PROTECTION 


SOMETHING NEW tnar JS NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 
regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 


Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 
We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 
Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 
Many other forms of Policies equally attractive. 
Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street : : : Chicago 











club will be on a vacation this summer 


DeWitt Operated Hotels 


feature 


Unusually Comfortable Rooms, 
the Finest of Foods 
and 
Rates Starting at $2.50 Single 






In CLEVELAND It's 
THE HOLLENDEN 


ELMER HOGREN, Manager 
1050 Rooms, all with Bath 
4-Station Radio Speaker in Every Room 





In COLUMBUS It's 
THE NEIL HOUSE 


TOM A. SABREY, Manager 
650 Rooms, all with Bath 





In AKRON It's 
THE MAYFLOWER 


C. J. FITZPATRICK, Manager 
450 Rooms, all with Bath 
4-Station Radio Speaker in Every Room 
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i = THE LIFE INSURANCE 
gumx ~ COMPANY of VIRGINIA 








General agencies 
await YOU 


Are YOU ready to 
enlarge your world? 
Splendid contracts — strong 
support—Council Bluffs, Iowa; 


Davenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


WRITE US BEFORE MAKING A CHANGE 


CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


B. Robbins, Jay G. Sigmund, Vice-President and 
Agency Director 


We have excellent General 
agency openings in Nebraska, 
Minnesota and Iowa. 


Col. C. 
President 








C. B. Svoboda, 
Secretary 











Il Il 
SERVICE LIFE 


INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


Home Office: LINCOLN, NEBRASKA 
il il 


























TRIPLE INDEMNITY LIFE INSURANCE 
NON-CANCELLABLE 
Weekly Accident Coverage 
combined in ONE contract for ONE Premium 


Agencies available in Conn., Del, D. C., Md., Mass., Mich. Mo., N. H., 
, N. C., Ohio, Penna., R. I, S. C. and Vt. 
Inquire 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 





United Life Building Concord, New Hampshire 














Leading underwriters Bave contributed to by uni 
J. Stanley Edwards. Price $2.50. Order from 
Underwriter, A 1946 Insurance 
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but will resume its regular meetings in 
September. 
Detroit Managers’ Outing 


All life managers and general agents 
in Detroit will be invited to an outing 


to be held by the Associated Life Gen- 
eral Agents & Managers of Detroit at 
Kingsv ille, Ont., July 15. The object 
is to give the heads of the various life 
company organizations in that area a 
chance to become better acquainted. 








GENERAL AGENCY NEWS 





Celebrate Tenth Anniversary 





Prod s in Robi Agency of Na- 
tional Life in Detroit Turn in 
$200,000 in New Business 








Celebrating the tenth anniversary of 
the founding of the George M. Robin- 
son general agency of the National Life 
of Vermont in Detroit, members of the 
staff turned in a total of $200,000 in new 
business July 1, giving the agency $265,- 
000 more business for the first half of 
the year than for the same period of 
1931. For 25 years before joining the 
National Life, Mr. Robinson was with 
the Home Life. 


Huebner Is Detroit Speaker 


Dr. S. S. Huebner, educational ad- 
viser of the Massachusetts Mutual Life, 
was scheduled to address an all-day 
sales meeting of the Detroit, Flint, Bat- 








tle Creek, Grand Rapids and Toledo 
general agents in Detroit July 7. The 
following day Dr. Huebner will address 
three groups of life underwriters in De- 
troit concerning the C. L. U. degree. 





Oklahoma Agency Celebrates 


The Oklahoma agency of the Ameri- 
can National Life was host to 100 offi- 
cers and employes at a dinner dance 
July 2. W. Sutherland, Dallas, home 
office instructor, described the public 
service rendered by life insurance com- 
panies. Other speakers include M. F. 
Sims, Galveston, and D. R. Wallace, 
Oklahoma City, home office inspectors. 
M. L. Rice, Oklahoma City, was toast- 
master. 





The Western & Southern Life has 
opened an investment office in the Mag- 
nolia building, Dallas, Tex., in charge 
of C. G. Peterson, assistant vice-presi- 
dent, to handle loans in Texas, Oklahoma 
and Arkansas. 











Growing Suton Is Seen 
in Subject of Annuities 





(CONTINUED FROM PAGE 3) 


ulated the purchase of annuities and 
that the individual investments made 
by countless people have shown such 
large declines that many thoughtful 
men and women have turned to life in- 
surance for a measure of safety not 
found in the ordinary investment. 

He also points to another reason: 
That many people find their incomes 
from investments virtually cut in half 
and whereas they had planned to live 
on the returns from these investments 
they can no longer do so and are ready 
to buy annuities with the principal sum 
in order to double the interest return. 
At age 65, for example, the annuity re- 
turn is approximately 10 percent. A 
man with $25,000 could therefore buy an 
income for the remainder of his life for 
about $2,500. 

Women offer a large field for an- 
nuities. A large proportion of the 
wealth of the country is owned by wo- 
men and the annuity furnishes an im- 
portant element of expert financial man- 
agement to women inexperienced in 
business affairs. The retirement an- 
nuity is also popular with income pro- 
ducing women in professional and busi- 
ness life, and many agents selling an- 
nuities are specializing on women. 

Mr. Borden's article also gives several 


rather amusing though potent argu- 
ments for the sale of annuities. An of- 
ficial rather pointedly suggested: “An- 


nuitants generally are longer lived, be- 
ing assets to their relatives and asso- 
ciates! They are treated with consid- 
eration and care! Colds and fleeting 
ills are kept from them! Good and 
nourishing food is their lot. Freedom 
from financial worry and investment 
cares leaves them free to actually en- 
joy old age!” 

The life companies employ a separate 
experience table for figuring annuity 
rates due to the longer average life of 
those who carry annuities and this is 
even more apparent in women than in 
men. Much regular life business is now 
being sold with the old age annuity op- 
tion and of course these rates are based 
on the regular mortality table. 

Should the life companies engage 
generally in the annuity business and 
annuities become popular in this country 
it would seem that the companies should 
set up some separate system of reserves 


and separate expenses for handling the 
business. The question of whether 
should substantial losses be incurred in 
the annuity branch these would be 
borne by the regular policyholders nat- 
urally arises. 

Mr. Borden closes his article as fol- 
lows: “Ponce de Leon in his search 
for immortal youth exemplified the 
longings and the hopes of mankind. Old 
age at best is a problem, but when con- 
fronted with financial disaster, the situa- 
tion becomes appalling. If Ponce de 
Leon were to come to this country to- 
day, he might not find his fountain of 
perpetual youth; but he would at least 
find in the modern scientific annuity an 
answer to one of the great problems of 
mankind—financial peace and comfort 
in the sunset days of life.” 








Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 











Send for details of 
International Sales Club 


Much in opportunity and material. Dues 
$1 a year. 


The Insurance R & R Service 
Indianapolis, Indiana 
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Insurance Best Means of Taking 
Care of First Things First and 
That Conception Aids in Selling 


By DEAN 


The writer gratefully remembers a 
number of years ago, J. Elliott Hall 
very generously threw open the doors 
of his general agency to any company’s 


agents who might desire to attend 
classes on monthly income insurance. 
These classes Mr. Hall taught himself 


and also provided other material help 
and advice. Many general agents owe 
much to these meetings because of to- 
day’s leaders that were then inspired by 
the teacher's enthusiasm for monthly in- 
eome life insurance as a guarantee of 
life income replacement. 

If Mr. Hall taught us nothing else, he 
inspired us with the faith in the institu- 
tion of life insurance as being the only 
institution that solved life’s greatest 
problems immediately—that of security 
for the family. This changed our whole 
aspect of the problem confronting the 
agent. Previous to then we were con- 
fused with the competition of the many 
other most excellent institutions of thrift 
that appeared to present better “cost 
exhibits,” “illustrations of a policy,” etc. 

whether man should contract with 
himself to lay aside a dollar per week 
towards the purchase of a building and 
loan association share or towards the 
purchase of a policy of life insurance. 


Life Insurance Selling 
Is Highly Idealistic 


Of course, there was always the old 
standby “if you live,” but this never 
appeared as a convincing answer until, 
eureka! it may have been J. Elliott Hall, 
or Clay Hamlin, Sam Sturm, Gilbert 
Simon, Gerald A. Eubank, or Dr. Hueb- 
ner; someone frankly stated “that there 
is only one excuse for a life insurance 
company and that is that man might die 
tomorrow unprepared financially.’ 

Life insurance solicitation calls for 
the most idealistic precepts—and yet the 
most practical. It demands that men be 
tound who will agree to put money regu- 
larly into a most safe investment that 
will surely return the principal when the 
purchase price has been paid. It is, also, 
hnding men who will contribute periodi- 
cally to a common fund that the contem- 


CUSHMAN 


plated whole may be paid to the heirs 
of each individual who dies before he 
has had time to complete the agreed 
upon number of instalments. Life insur- 
ance solicitation is therefore the work 
of finding men who will agree regularly 
to contribute to a fund belonging to the 
group that no individual in that group 
shall suffer because of the hazards of 
premature death or as a result of his 
own enthusiasm for speculation. 

The life insurance fraternity has been 
preaching the gospel that life insurance 
immediately guarantees the permanency 
of the security by providing for the re- 
placement of the life value. This is true, 
whether it be the income to be secured 
to the family that is being provided for 
by the pay envelope, or that comes from 
the dividends received from invested 
money. 

There can be, or at least should be, 
no controversy between agents of differ- 
ent companies as to the plan of life 
insurance that is or is not proper. No 
more so than there would be between 
the several different plans of life insur- 
ance within the agent’s own rate book. 
If it be the establishment of future cash 
equities that is desired, the endowment 
will show a lower net cost exhibit than 
that of a whole life policy. But a par- 
ticular case might want the immediate 
establishment of replacement values, fu- 
ture cash equities being of secondary 
importance. And the agent will get the 
business who shows the most enthusiasm 
for his plan and company, and the least 
concern about the other agent or com- 
pany. 


Vast and New Field Is 
Open to Insurance Men 


Life insurance, regardless of company, 
is the contributions of many applied to 
the life problems of them all, so that no 
individual member in the group shall 
ever suffer. 

There is a vast and new field of en- 
deavor open to agents who believe so 
firmly in the gospel of life value replace- 





ment by life insurance that their belief 
alone forces men to buy because they 





believe the agent himself believes. Ex- 
perience, education, correct use of the 
language, psychology, personality, and 
all other characteristics of the much 
written about master salesman are noth- 
ing as compared to the ability to get 
applications for life insurance by the 
thoroughly enthused life insurance agent 
who himself believes that the life value 
is best replaced by life insurance. 

“Neither do men light a candle and 
put it under a bushel, but on a candle- 
stick; and it giveth light unto all that 
are in the house. 

“Let your light so shine, 
may see your good works, 
your Father which is in Heaven.” 
thew 5: 15 and 16.) 

There is a light directing the easy and 
safe road for men to travel, so bright 
that “he who runs may read.” Security, 
permanency and, it may be well said, 
life value, are taking their proper place 
in the scheme, or plan, of things. They 
are, and always should have been, of first 
importance to, and the fundamental pur- 
pose of man. Life insurance always has, 
does and always will recognize that “first 
things first” is the proper motto of good 
business. 


that they 
and glorify 
( Mat- 


Financiers are Giving 

Attention to Insurance 

The financiers have come to the reali- 
zation that without permanency there 
is no security, that without security there 
is no property and that without property 
there is no income. This realization has 


naturally directed their attention to the 
institution of life insurance which has 
since its inception jealously and zeal- 


ously guarded its investments as to the 
permanency of the security, more con- 
cerned with the security than with any 
contemplated appreciation of principal 
invested, or promised higher rate of in- 
terest incomé. 

Men are beginning to believe that the 
gospel of life value replacement by life 
insurance is more than a selling idea 
created by life insurance men in order 
to sell life insurance. They know now 
that it is an economic truth. They know 
that all property values depend upon 
certain economic rules that must be 
obeyed, not the least of these rules being 
the proper personal management. In 
other words, we know that all property 
values depend upon life values. 





If you can’t convince yourself of this 
truth, approach your banker with this 
query: 


“Will you appoint any _ three acquain- 





Compensation-- 


tacks of panic. 











liberately nullifies its evils. 


The reason lies not in good tuck, not in vast profits, not in tricky 
axiomatic, so simple that the average mind passes over it by virtue of its very tendency to search for obscure causes. 


There is a reason why the institution of life insurance is trinsmphantly riding the waves of national financial distress. 
It Hes in something so obvious, so 


manipulations. 


Life insurance has survived, and will survive, because its cornerstone ix scientific conservatism. Quick profits, specula- 
tion, guesswork, grasping at the temporarily expedient have no place in its methods. It realizes that, at the bottom of 
the wine of prosperity, are the inevitable dregs of depression—and in times of plenty it entrenches Itself against the at- 
It survives the worst because it cherishes the best. 


Life insurance ix neither pessimist nor optimist—it is cold, calculating science that recognizes human frailty and de- 
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tances of yours as managers of your 
property for one year and immediately 
disappear without a word of advice to 
them, further promising not to attempt 
to get in touch with them in any way 
during that year? You may leave an 
address to which the income from this 
management will be sent and at the end 
of that time return and reassume your 
property.” 


Friends Concerned More 
With Their Own Affairs 


The answer will be “No,” because he 
believes in himself as the best manager 
for his property and, furthermore, he 
knows that his closest acquaintances or 
friends must of necessity be more con 
cerned with their own affairs than with 
his, so that at best, his affairs can ob- 
tain no better than secondary attention 

It is but a short step to point out the 
truth of the assertion that the security 
he is concerned with is not the security 
of property, but the security of family. 
It is not the actual property that he 
desires but the things that property will 
do for those he loves. Benjamin Frank- 
lin stated this truth many years ago 
when he said, “The use of money is all 
the advantage there is in having money.” 


Life insurance is money for future 
delivery and use, how soon no human 
mind can determine, but the law of 


averages informs us that the face value 
will be delivered in 100 cent dollars be- 
cause of the agreement to pay a premium 
until they are delivered. There is no 
doubt about the security of the con 
tract. 


Ale:t Agents are Not 
Waiting for Business 


It is to be expected that financiers 
should first recognize this truth and pre- 
dominate among the number of appli- 
cants for its benefits. Upon the publi- 
cation by one company of all the poli- 
cies of $25,000 or over issued the first 
quarter of 1932, we learn that 12.7 per- 
cent of the cases represent 


25 percent 
of the volume, or, to be exact, $4,170,000 


These 34 cases out of 267 listed as “Big 
Policies Issued in January, February and 
March,” are on the lives of bankers, 
banking executives and stock brokers, 


presumably men fully aware of the need 
of permanency and security in the affairs 
pertaining to the problems of life. 

The alert life insurance agent is quick 
to take advantage of this period of re- 
pression in the affairs of men. He is 
getting the business today because he 
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is not waiting for it. He believes that 
nothing takes care of “first things first”’ 
as well as life insurance does, and be- 
cause he believes, he can make other 
men believe that he believes—and apply 
for the freedom from worry which life 
insurance assures. 

The next step in this study of big 
policies issued the first quarter of 1932 
shows that the gospel of the life value 
replacement by life insurance is being 
spread among professionals and execu- 
tives, i. e., men whose income depends 
mostly upon their own efforts—doctors, 
dentists, life insurance agents, realtors, 
managers and other salesmen and ex- 
ecutives. 

These cases might well be added to 
the financiers, for personal management 
of affairs determines the value of any 
property they may have or will acquire. 
If we add the 120 professionals to the 
34 financiers, we learn that 57.7 percent 
of the cases of $25,000 or over accounts 
for 61.2 percent of the total business 
issued on these cases. This leaves 42.2 
percent of them with 38.8 percent of the 
total business upon manufacturers, mer- 
chants, etc., who presumably would leave 
behind some material property, such as 
buildings, equipment, and stock, upon 
which a few dollars might be realized 
even without the aid of their guiding 
personality. But it may be proper to 
add that even this latter class believe 
that they themselves could obtain the 
most upon this property, if as a result 
of necessity, a forced sale was required. 


Professional Men Want 
Security for Families 


The professionals, perhaps not in such 
a marked degree, appear to have come 
to the same realization as the financiers, 
that security of family is what they 
want above all else; that contemplated 
appreciation of property values and in- 
terest return can not compare with the 
permanency of security. And these men 
will react in the same way as the finan- 
ciers to the same approach of the life 
insurance agent, and in greater volume 
because there are more of them. 

This group of men appear to benefit 
most from, the security offered by life 
insurance. Their income is sufficient to 
establish a surplus because of educa- 
tion, training and the demand for their 
services. The necessity of continual 
study and devotion to the duties of their 
profession has made them credulous to 
the advice of friends, and others, in the 
investment of any and all surplus in- 
come. They not only see life insurance 
as a guarantee of security for the family, 
but also as a guarantee of freedom of all 
future investment worries. This group 
seems to offer an unlimited field for the 
higher premium plans of life insurance, 
i. e., the sales appeal being the invest- 
ment of surplus income with complete 
freedom, from worry as to the perman- 
ence of the security. 

Which leads us to that mass of men 
who work every day, expect to and do 
pay all their bills, and who are happy. 
so long as those they love are happy. 
Their number is legion. If they desire 
nothing else, they want their sons and 
daughters to have all and more than they 
ever had, or expect to have. Some of 
them were carried to heights they never 
dreamed possible by the boom of pros- 
perity, only to have the emptiness of it 
all brought home to them with a crash. 
They do not complain, neither do they 
blame anyone but themselves, but they 
are as busy as ants whose all has been 
crushed by a cruel heel. 

To the masses life insurance is a posi- 
tive necessity. And the field is unlim- 
ited for the life insurance agent who 
doesn’t think it beneath him to concen- 
trate on $5,000, $2,000 and $1,000 poli- 
cies. Perhaps this agent will get an 
occasional $10,000, $25,000 more or less, 
but he will get a great number of them 
if he will go out and preach the gospel 
of life value replacement by life insur- 
ance. 

This agent will spend his time among 
that mass group of junior executives, 
artisans, clerks, school teachers, sales- 
who are concerned about their 


men, etc., 
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loved ones just as much as the big busi- 
ness man is worried about the security 
of his family. Many in this group would 
gladly put aside one, two, five, 10 or 
20 dollars per week if they were shown 
that such a procedure would guarantee 
more for their loved ones than they 
ever had, and in some cases expect to 
get, for themselves. 

To these agents, the door is opened 
wider than they ever hoped for. Show 
these men whose everything depends 
upon a pay envelope that life insurance 
purchased now is purchased at a less 
price than their widow will pay without 


it. They will believe now, for they no 
longer are sure of getting rich over- 
night! 


Premium outlay should never enter 
the well planned discussion of life in- 
surance cost. The sale is easier when 
emphasis is directed towards the real 
cost—the cost to the dependents without 
it. This thought has been previously 
stated by the popular philosopher, Will 
Rogers, who said, “If anybody doesn't 
think that life insurance is good, just let 
him die without it once—that will con- 
vince him.” 


Can’t Die Without It 
Once to Prove Value 


It may not be within our realm of 
possibility to “die without it once” in 
order to convince ourselves that it is a 
vital necessity, yet it is within our rea- 
son to conclude upon how far our plans 
will be carried on without income. 

Life insurance costs less today 
ever before in history—and for more 
benefits. On any market, “bull” or 
“bear,” the premium dollar purchases 
more than any other dollar. On the 
“bear” market the claim paid is an 
estate of dollars that are not subject to 
the shrinkage items of any other invest- 
ment. On the “bull” market the claim 
paid is an estate of dollars made possible 
by the payment of interest on the estate, 
and frequently is more than was actually 
paid in as a total of premium dollars. In 
any event, it purchases more happiness, 
more freedom from worry than any 
other dollar spent. 

The men who “hitch their wagon” to 
the “star of something for nothing” are 
the ones who, to their regret, learn by 
bitter experience that everything must 
be paid for. 

The not-so-well-informed speculator is 
the one who carries the burden—and 
their numbers are legion—but the dyed- 
in-the-wool gambler is no better. The 
man who wins is the one who knows 
what he is doing and what must be done. 
He is the one who does “first things 
first.” A speculation may, by the flip 
of a card, reach heights never contem- 
plated, but it will be but a flash in the 
pan beside what will happen at a sub- 
sequent loss—unless the speculator has 
been cautious enough to see that first 
things have been attended to first. 

“First things first” is being sure of 
one’s knowledge of affairs concerning 
contemplated endeavors and, not least 
by any means, providing for a sufficient 
reserve of capital to meet unforeseen 
contingencies in the future requiring 
capital. 


Often Insurance Avoids 
Total Loss of Property 


If life insurance does nothing else, it 
does a most worthy job when, by the 
payment of a premium, it immediately 
guarantees the money required to finish 
the job when the man himself quits in- 
voluntarily. Often death comes at the 
most inopportune time and it is at this 
time that capital is needed to save a 
partial loss of property accumulated in 
other ways, and in not a few cases life 


than 


insurance prevents a total loss of this 
property. 
But the average man is not so con- 


cerned with the thought of saving prop- 
erty as he is in getting it. To these 
men, life insurance provides income-pro- 
ducing property for their loved. ones 
when they stop! 

And the agent who is getting the busi- 
ness now, the one who will get the most 


business during the next few years, is ! 
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the one who is driven on by a burning 
enthusiasm that life insurance guaran- 
tees the permanency of the security for 
the family. This does not exempt any 
plan of, or appeal that may be used for, 
life insurance. No man every purchased 
life insurance, business or personal, who 
did not want to perpetuate his dreams 
at least for a generation. 

Call it what you will, 
come fund, educational 
teed income fund, or inheritance tax 
fund, the life insurance agent knows 
that time alone will tell for what the life 
insurance money may finally be needed. 
For this reason it might be on his con- 
science later if he sold an eleven-year 
endowment as an educational fund for 


retirement in- 
fund, guaran- 


a son, who might, as a result of the 
premature death of the insured, starve 
to death before he got the education! 


The heirs of a vast fortune of securi- 
ties might be greatly disappointed upon 
learning that they had an income of 
$500 per month, if no cash had been 
provided on a falling or a depressed 
market to meet inheritance taxes, and 
other administrative costs! 

So there can be no controversy as to 
what is or is not the proper plan of life 
insurance that should be available. All 
that are issued by the several companies 
meet a need in the best way that that 
particular problem may be provided for. 
American life insurance companies have 
proven that they may be trusted to do 
“what is right by our Nell.” 

Life insurance agents must “let your 
light so shine that they may see your 
good works.” This can mean no more 
than studying the problem of your 
prospect and advising him as to the best 
plan of life insurance for his problems. 

This kind of idealism will prove very 
practical for the agent who has it. 
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